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VAN SCHAICK SAYS SAVINGS 
SHOULD NOT BE AT EXPENSE 
OF FAIR RETURN 10 AGENTS 


Would Pay Those Who Really Earn 
Commissions and Not Others, 
in Talk to Fieldmen 


DISCUSSES QUALIFICATIONS 


N. Y. Sup’t Sees Real Competition 
Offered Agents by Qualified 


Newcomers of the Future 











Local agents’ commissions and prob- 
able effects of the New York State quali- 
fication law were two high spots in the 
speech delivered by Insurance Superin- 
tendent George S. Van Schaick Monday 
noon before the May meeting of the 
Suburban New York Field Club at the 
Elks’ Club in Brooklyn. More than 130 
members and guests, including many 
prominent figures in the New York City 
fire insurance field, attended. President 
Charles J. McGinley presided and Depu- 
ty Superintendent Samuel R. Feller of 
the New York Department was among 
those at the speakers’ table. 

The Superintendent said that he is not 
one of those who seek the reduction of 


agents’ commissions solely as a means 
of effecting greater economy in insurance 
company expenses. Speaking forcefully 
and earnestly he declared that while 
wasteful practices must be curtailed lo- 
cal agents should be well paid as long 
as they earn their commissions. © He 
wants the companies to pay only the men 
who earn, but to pay them well in pro- 
portion to their efforts. 


Plea For Fair Commissions 


“Much has been said lately on the 
subject of commissions,” he said. “I have 
always advocated full and fair compen- 
sation especially for those who do the 
drudgery. At the same time it is fun- 
damental that any commission on insur- 
ance large enough to be split with those 
who do nothing to earn it is too large. 
This is a subject upon which the de- 
partment would like light and informa- 
tion. You field representatives are in a 
Position to render the Department of 
Insurance valuable service by presenting 
a picture of actual field conditions. By 
such co-operation some progress may be 
made in the public interest.” 

With the passage this year of the 
agents’ qualification law there is be- 
Stowed on the New York Insurance De- 
partment for the first time the respon- 
sibility of deciding who will and who 
will not be representatives for fire and 
casualty companies, the Superintendent 
Said. Heretofore the Department has 
had the problem of passing on the quali- 

cations of applicants for brokers’ li- 
censes, those who represent the public 
M insurance transactions, but with the 
companies has rested the responsibility 
of ascertaining the competence and trust- 
worthiness of agents. 

After July 1 of this year this duty is 
shifted in large measure to the New 


(Continued on Page 27) 
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Assurance Company, Ltd. 
of London 
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WE SELL LIFE 


Not just policies, not just protection, not just retire- 
ment incomes. They are only instruments and symbols 
of what we really do. They assure the accustomed good 
food—the raiment we like—the education of our young- 
sters. They foundation our homes. Travel, books, 
gardens, various entertainments, the modern car, and 
all the other things which adorn, enrich,—the very sub- 
stance of life,—are supplied. Life that satisfies, life 
more abundant, is what you of the Field and we of the 
Home Office give to the people in exchange for their 
dollars and their trust. 


A piece of decorated bond paper has little attrac- 
tion. An appeal to duty and its attendant sacrifice does 
not allure. But when the real substance of life itself is 
pictured and offered, the response is sure and strong. 
That is commonsense using of effective sales psychology. 





THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 


Independence Square PHILADELPHIA 























SOME LIMITATION OF GROUP 
DISABILITY COVER SEEN AS 
NEXT STEP IN SITUATION 


Group Association To Consider 
Subject At Meeting Here 
This Week 


TO DROP SOME INDUSTRIES 


May Limit Benefit To Maximum Of 
One Year; South’s Unfavor- 
able Experience 








The companies writing Group Life In- 
surance are facing the necessity of mak- 
ing some important changes in the exist- 
ing Group Total and Permanent Disabil- 
ity feature. This subject has been under 


. informal discussion among the members 


of the Group Association for some time 
and it is one of the most important mat- 
ters to be considered by the Group As- 
sociation at a special meeting to be held 
in New York next week. The Disabil- 
ity cover is in somewhat the same posi- 
tion as was the case with the individual 
Ordinary policies. 

There is a strong element of opinion 
among the Group writing companies in 
favor of eliminating the Total and Per- 
manent Disability clause entirely from 
the Group life contract. A proposal that 
is more likely to offer a common basis 
for meeting the Group Disability situa- 
tion is one that would provide a limited 
disability benefit for a maximum period 
of one year. 


Some Restrictions Likely 


One phase of the subject about which 
there is no doubt is that Group Disabil- 
ity will not be available in future to some 
industries that are at present being cov- 
ered. There are also some sections of 
the country that have a. uniformly bad 
experience that may cause a withdrawal 
of the disability feature. The southern 
states are particularly mentioned in this 
connection. The South has a decidedly 
unfavorable Group Disability rating. 

The Group Disability problem is .-re- 
garded as much more highly complicated 
than that involved in Ordinary insurance 
Disability. With Ordinary Disability the 
contract is between two parties, the com- 
pany and the insured. In Group insur- 
ance there is an agreement between the 
company and the employer concerning a 
third party, the employe. The insurance 
company is put in the position of pro- 
tecting the interests of the employe. This 
three-cornered interest adds to the diffi- 
culties, it is said, of any attempt to make 
an important change in the protection 
assumed under the contract. 

Group Life Insurance is highly com- 
petitive in nature. Much emphasis has 
been placed in recent years on the net 
cost to the policyholder, and since this 
is based largely on the experience under 
the particular policy, the rapidly increas- 
ing disability cost has adversely affected 
the return to the policyholder. 
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ALARMIST 


F IT ISNT one thing it’s another. Now 

comes the alarmist, bearing ill news and 

predictions of disaster. He looks to us like 

»~ the same breed of homo who drank heavily of 
inflation in ’29 and saw in his delirium the 

promised land. Somehow he seems to be a factor with the gullible, 
urging them up to the heights to reach for the stars, or down to the 
valleys in search of chaos. He is just another of the disillusioned who, 
at the smell of smoke, cries “Fire!” and makes the panic, or 
who occasionally appears in the garb of religion and predicts the 
world’s near end. Perhaps he is a necessity to nature’s law of 
balance, but on the other hand, nature also endowed us personally 
with a vision that sees him as a pest, and a voice that calls 


for the insecticide to be brought forth once more for the sake 


of the public’s health. 


—Editorial from the Keane-Patterson Agency Bulletin 


—Organized Service— 


THE KEANE-PATTERSON AGENCY 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone CHickering 4-2384 


LEYENDECKER BRANCH JOHN ST. BRANCH WHITE PLAINS BRANCH 
225 Broadway 60 John Street 226 Main Street 
Tel.: BArclay 7-3670 Tel.: JOhn 4-4107 Tel.: White Plains 9086 
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THE VICTORIA GROUP of COMPANIES 


Starting As a Life Insurance Company in 1861 The Victoria Group 
Numbers Five Separate Companies and Now is One of the 
Oldest and Largest Groups on the Continent 





DR. RICHARD UTECH, 


President 


The “Victoria” group of companies of 
Germany is among the oldest and largest 
on the continent. These affiliated com- 
panies represent the usual group set-up 
as found abroad with all branches of in- 
surance represented in the lines written 
by the various companies. 

The oldest and parent company of the 
group is the Victoria Zu Berlin which 
was founded in 1853 to write accident and 
life insurance risks. Its original name 
was the General Railway Insurance Co. 
and it is now in its seventy-ninth year. 
The name was changed in 1875 to the 
Victoria and in 1895 the company moved 
its head offices to the present location 
and the offices have been added to from 
time to time over the years and on this 
Site today stands a very impressive head 
Office structure. 

First Contract a Whole. Life Policy 

The original plan of the parent com- 
pany was to underwrite policies of in- 
Surance for life, accident and fire risks 
M connection with railway transport ex- 


clusively. The first insurance written 
was a whole life policy in 1861 and en- 
fowment insurance was added in 1865. 
he first dividends to policyholders were 
Paid in 1878. 

ther branches of insurance were 
taken on in the following years: General 
accident insurance, 1883; industrial in- 
reac’: 1892; liability insurance, 1901. 
he Victoria Fire was founded in 1904 to 
2 ite fire and burglary risks. Then in 
923 and 1924 the following subsidiary 
companies were formed: Victoria Am 
es for life insurance; the Victoria 
a Rhein for fire and transport insur- 
min located at Dusseldorf; and the Vic- 
A Re-Insurance Co. at Berlin. All 
with ~w companies are closely connected 
to th the V ictoria Zu Berlin and adhere 
oa general policies of the parent com- 


, The strength of this group is indicated 
°m the fact that after the inflation pe- 


riod in Germany many German insurance 
companies were compelled to liquidate 
and resume operations under similar 
names but the Victoria, with its vast for- 
eign interests, was one of the few that 
was able to withstand this financial up- 
heaval. The end of 1930 found the Vic- 
toria with assets amounting to more than 
400,000,000 marks and a life insurance 
debit of approximately — 1,500,000,000 
marks exclusive of the transactions of 
its subsidiaries. 

President Utech Long With Victoria 

The chief officers of the Victoria group 
are well known figures in the insurance 
world. The president of Victoria Zu 
Berlin, Dr. Richard Utech, has come up 
through the company organization after 
many years of service. Vice-President 
Wilhelm Riede has held many impor- 
tant public positions and was connected 
with the insurance department of the 
Reich before joining the Victoria in 1913: 

Dr. Utech studied in Berlin and Halle. 
His first connection with the Victoria 
was nearly forty years ago, in 1893, when 
he joined the accident department of the 
organization. He became superintendent 
of the agency department in 1906 and 


later that same year he was appointed 
director of the mortgage department. 
When President Gerstenberg resigned in 
1913 Dr. Utech was elected vice-president 
and six months later he was elevated to 
the presidency of the company. 
Vice-President Riede’s Career 


Vice-President Riede studied in Mu- 
nich, Freiburg and Berlin and graduated 
in law in 1904. He held a number of im- 
portant posts in the public service and 
was connected with the insurance de- 
partment of the Reich when he became 
affiliated with the Victoria in 1913. It 
was the following vear that Mr. Riede 
was made vice-president of the company. 
He is married to a niece of the late Mrs. 
Adolphus Busch of St. Louis. 

Covers Europe on Broad Scale 

The Victoria group operates in Ger- 
many, France, Spain, Holland. Denmark, 
Scandinavia, Austria, Hungary, Czecho- 
slovakia, the Balkans, Turkey and North 
Africa. 

Victoria Zu Berlin is one of a compara- 
tively limited number of Continental life 
insurance companies that transacts busi- 
ness on a broad scale throughout Eu- 
rope. The major portion of its business 


Figures Showing Victoria Group Operations 





Capital 

Capital Reserves 
Paid up Profit bal. 

Victoria Group Marks Marks 
Victoria Feuer ....... 1,200,000 1,459,495 
Victoria zu Berlin.... 3,000,000 1,940,305 
Victoria Ruck ....... 400,000 331,491 

Victoria am Rhein AIll- 

DONG wincceceeos 325,000 566.241 
Victoria am Rhein Feur 900,000 692,917 
TH ccsrcecsrcce See 4,990,449 


Underwriting Premium Income 


Reserves (Excluding Life) 

Net Gross Net 
Marks Marks Marks 
12,405,265 25,323,470 18,112,478 
6,778,244 5,464,544 2,236,084 
2,051,006 3,072,446 2,855,680 

783,297 1,375,892 832.096 
2,022,435 5,150,487 3,770,604 
24,040,247 40,386,839 27,806,942 





Hebert Report Due Soon Said to 
Favor Compulsory Work Insurance 


The report of the special committee of 
the U. S. Senate on unemployment in- 
surance of which Senator Felix Hebert 
of Rhode Island is chairman, is expected 
to be presented within the next ten days. 
It is understood in Washington that 
there has been a compromise in the 
widely divergent views of the members 
of the committee and that the report 
will recommend a system of compulsory 
state unemp!oyment reserves. 

Senator Wagner of New York pre- 
sented to the U. S. Senate this week his 
individual views as a member of the 
select committee of the Senate which 
has been studying the problem. 

The question whether unemployment 
insurance shall be voluntary or compul- 
sory is the principal issue developed in 
the course of the hearings, Senator Wag- 
ner said. No extensive insurance is ever 
established by the voluntary acquies- 
cence of employers. To advocate insur- 
ance with sincerity is to advocate com- 
pulsory insurance, he said. 

Compulsory insurance does not mean 
that the states must operate the insur- 
ance system, or that the state must con- 
tribute to the insurance fund or reserve. 
All that a system of compulsory insur- 
ance necessarily involves is that the em- 
ployer is under statutory obligation to 
provide insurance or reserves to protect 





FELIX HEBERT 


his employes against a stated period of 
unemployment. 

Summary of Senator Wagner’s con- 
clusions follows: 1. The evil should be 
mitigated by the establishment of un- 





WILHELM RIEDE, 


Vice-President 


is life insurance with accident insurance 
to a lesser extent. 

The chief of the non-life companies of 
the Victoria group is the Victoria Fire 
of which Dr. Utech is the general man- 
ager. There are three associated com- 
panies, the re-insurance company and the 
two Rhine companies, one writing life 
and accident and the other fire, marine 
and general business. 


employment insurance or wage reserves. 

2. Unemployment insurance or wage 
reserves, to be successful, should be in- 
augurated under compulsory state legis- 
lation and be supervised by state author- 
ity. 

3. The Federal Government should 
encourage state action by (a) co-operat- 
ing with the states in the establishment 
of a nation-wide employment service, 
and (b) by allowing employers to deduct 
from income tax a portion of their pay- 
ments into unemployment reserves. 

4. Every system of uneriployment in- 
surance or reserves should be organized 
to provide incentive to the stabilization 
of employment. 

5. The insurance or wage reserve sys- 
tem should be built on a plan financially 
and actuarially sound so that the pre- 
miums paid into the fund shall be suffi- 
cient to meet the obligations of the fund. 

6. Compulsory unemployment insur- 
ance eliminates the competitive advan- 
tage of the employer who refuses to rec- 
ognize his business responsibility for un- 
employment. 

Compulsory unemployment insur- 
ance preserves the mobility of the work- 
er and his freedom of action in attempt- 
ing to improve his position. 

8. Unemployment insurance will bene- 
ficially affect not only the workers but 
agriculture, industry, and trade; all alike 
profit from sustained purchasing power. 

9. Sound business and good conscience 
both command us, in dealing with unem- 
ployment, to abandon the methods of 
poor relief, with its ballyhoo, its inade- 
quacy, inequality, and uncertainty, which 
are a drain on the sympathy of the giver 
and a strain on the character of the 
taker. 
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Companies Will Continue 
To Extend Farm Credit 


E. S. BRIGHAM WRITES ARTICLE 








Says Companies Regard Farm Mortgages 
as Safe Assets Which Will Return 
Every Dollar Invested 





companies will not 
farm mort- 


Life insurance 
cease extending credit on 
gages despite the events of the past few 
years and despite what might happen in 
the future. This statement is made by 
Elbert S. Brigham, former member of 
Congress from Vermont and chairman of 
the finance committee of the National 
Life of Vermont, in an interesting article 
on “Faith in the Land,” in the current 
Country Gentleman. 

Mr. Brigham is especially well equipped 
to write on the question due to the fact 
that he has been both a successful farmer 
and former Commissioner of Agriculture 
for Vermont and that he also knows the 
financial side of life insurance thorough- 
ly. His identity with the farm interests 
of the country came very much to the 
fore at the last session of Congress when 
he piloted through the House the Oleo- 
margarine Tax bill which was one of the 
most important measures in the interests 
of dairy farmers passed in many years. 

It is brought out in the Country Gen- 
tleman article that there’ is a mortgage 
indebtedness of approximately $9,500,000, - 
000 on the nation’s farms at present— 
a sum of about 20% of the total value— 
and about one-fifth of this stream of 
credit is supplied from the great reser- 
voir of life insurance funds. Mr. Brig- 
ham says that some individual investors 
in farm mortgages have had such unfor- 
tunate experiences that they probably 
will never again invest in this type of 
securities, but he does not believe that 
life insurance companies have any rea- 
son whatever to regard the farm mort- 
gage field as a too uncertain one for 
their sacred trusts. “Life insurance com- 
panies,” he says, “regard the mortgages 
they have upon good farm lands, and 
the good farm lands which they own, as 
safe assets which will in the end return 
every dollar invested.” 

85% Paying Promptly 

Even under present conditions at least 

85% of insurance company farms loans 
are meeting all payments promptly. As 
a matter of comparison some of the 
United States Government bond issues 
fell off 18% in price during 1931. Every- 
body believes those bonds will come back 
to par, and Mr. Brigham believes that 
the same will be true of the price of 
land. “We believe,” he declares, “that 
the family farm will be in the future, 
as in the past, the most stable asset of 
our country, and it is our desire in this 
period of our trusteeship of a large 
amount of land to do everything possible 
to conserve that asset.” 

Mr. Brigham’s article is an interesting 
parallel to one by Bruce Barton in the 

May issue of The Woman’s Home Com- 


William E. Taylor 
Passes Away in Italy 


FORMER EQUITABLE EXECUTIVE 





Joined Society in 1887 and Was Active in 
Company’s Agency Circles Until 
Retirement in 1927 





William E. Taylor, a former vice-presi- 
dent of the Equitable Society and promi- 
nent in the agency end of life insurance 
for many years, died last Sunday in Italy. 
He retired from the Equitable in 1927 
because of ill health, and lived abroad 





WILLIAM E. TAYLOR 


the greater part of the time since then. 

The deceased was actively associated 
with the Society’ from 1887 until his re- 
tirement. He joined the company as a 
soliciting agent, later being made general 
agent. In 1902 he went to the home of- 
fice as agency supervisor, and subse- 
quently won successive promotions, cul- 
minating in his appointment as second 
vice-president in 1918, and vice-president 
the following year. Later he was made 
agency vice-president in charge of the 
Equitable’s entire field force. 

Mr. Taylor helped organize the Asso- 
ciation of Life Agency Officers and the 
Life Insurance Sales Research Bureau. 
His son, R. Bruce Taylor, is an Equitable 
manager in Philadelphia. He is also 
survived by a widow, Ethel Doyle Taylor. 








panion, in which the investment struc- 
ture of the life insurance companies of 
the country is popularly analyzed with 
the conclusion that insurance invest- 
ments represent the financial backbone 
of the country, and have not in any seri- 
ous sense been shaken by the many 
events which have so seriously affected 
individual investors. 








THE NEW PLAN 


HE new RetirEMENT ENDOWMENT Po ticy combines 

attractive features of an endowment and an instalment 

refund annuity. At age sixty-five it provides, for each 
$1,000 of face amount, a Cash Option of $1,490 or a Monthly 
Life Income of ten dollars, with 149 instalments certainly 
payable. In event of death prior to maturity the entire face 
of the contract or the cash value, whichever is greater, will 
be paid. The Mutual Benefit’s unique disability coverage is 
cvailable in a supplementary contract. The policy is issued on 
male lives between the ages of ten and fifty-five. 


THE MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Newark, New Jersey 








BEN F. SHAPRO EXPANDING 





San Francisco General Agent for the 
Penn Mutual Opens Offices 
at San Jose 


Ben F. Shapro, general agent for the 
Penn Mutual at San Francisco, has 
opened a branch office at San Jose and 
has appointed Lloyd C. Trousdell asso- 
ciate general agent there in charge of 
five south coast and valley counties. 

Mr. Trousdell has for the past eleven 
years served as district manager for the 
Equitable Life of New York in the San 
Jose district and since his resignation 
from that position the first of this year, 
has made an outstanding record as a per- 
sonal producer. In becoming associated 
with Mr. Shapro, he returns to his for- 
mer “chief” as it was during Mr. Shap- 
ro’s management of the Equitable Life, 
that Mr. Trousdell became identified with 
that company. He will have associated 
with him as immediate assistant, David 
H. Zimet, who had had a rapid advance- 
ment in the business. 





LEAGUE OFFICERS RE-ELECTED 


The officers of the League of Insur- 
ance Women, a life insurance organiza- 
tion recently formed in New York City, 
were all re-elected for the coming year 
at a luncheon-meeting yesterday at the 
Waldorf-Astoria. They are as follows: 
president, Alice Lakey, editor, Insurance; 
first vice-president, E. Marie Little, 
Equitable Society; second vice-president, 
Kathryn Ford, Mutual Life; recording 
secretary, Mrs. Teresa Speed, John Han- 
cock; corresponding secretary, Anna 
Gwanthney, Aetna, and treasurer, Mae 
H. Browne, John Hancock. 


DISCUSS FARM STABILIZATION 


President Nollen of Bankers Life Pre- 
sides at lowa Meeting; S. J. 
Westbrook a Speaker 


President Gerard S. Nollen of the 
Bankers Life of Iowa presided at a ban- 
quet of the Iowa Farm Real Estate As- 
sociation in Des Moines on Tuesday eve- 


ning. About 300 prominent Iowans at- 
tended. Speakers included James C. 
Stone, chairman of the Federal Farm 
Board, and S. F. Westbrook, vice- 
president of the Aetna Life. 

_ The Iowa Farm Real Estate Associa- 
tion was organized this spring by insur- 
ance companies, land banks, commercial 
banks, trust companies and other insti- 
tutions owning farms and farm mortgage 
investments, and has as its object the 
stabilization of farm values and the ulti- 
mate restoration to individual ownership 
of farms which have descended into the 
hands of investors. Deane W. Trick, of 
the Bankers Life investment department, 
is chairman of the association. 








LINCOLN STATUE FOR FT. WAYNE 

Final work is reported to be in progress 
at Brussels, Belgium, on a gigantic statue 
of Abraham Lincoln, which is to be 
placed this summer on the plaza of the 
Lincoln National Life Insurance Cos 
building in Fort Wayne, Ind. The 
statue will be of bronze, 12 feet 4 inches 
high or virtually twice the former presi- 
dent’s height and is being erected by 
the Lincoln Historical Research Foun- 
dation of Fort Wayne. Paul Manship, 
sculptor, has just sailed for Brussels, 
where the statue is being cast. 





Finesse— 


endured? 








retreats and go back to work safely—free from restiveness. 
men and women who seek the ideal conservative route to sound investment and independent old age. 


cause for hysterical grief on the part of the professional dollar-puller. 
and difficult to cajele into the light of day? 


The trembling timidity of Mr. Average Man’s dollar in these chaotic days is no fit subject for the lampoons of the shallow optimist, neither is it 
Locked at sanely, calmly, dispassionately—why shouldn’t money be shy 
Why shouldn’t it shrink from strangers after the bitter beatings our speculation-crazed wealth has 


These fear-ridden, cowering dollars must be treated with delicate finesse, instead of blatant ballyhoo and force, if they are to emerge from their 
Life insurance and annuities offer the sympathetic, guiding hand of helpfulness to 


And the new American Central Endowment Certificates are the last word in safety for the small or large buyer who wants all the security of life 
insurance, without a long-term commitment on his part. 








AMERICAN CENTRAL LIFE INSURANCE COMPANY 
Indianapolis 
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New England Mutual 
Puts Out New Annuity 


PROVIDES RETIREMENT INCOME 





Contract Unit Is Even Amount of Pre- 
mium Rather Than Even Amount 
Of Benefit 





\ new sales tool has been. provided for 
representatives of the New England Mu- 
tual, a retirement annuity contract de- 
signed for applicants who wish to create 
a euaranteed retirement income for their 
old age rather than to provide an insur- 
ance fund for a beneficiary. Annual pre- 
miums build un a reserve which provides 
a life annuity beginning at a selected re- 
tirement age, the premiums being pay- 
able until that time. 

The amount of the annuity benefit dif- 
fers for male and female lives and varies 
bv the amount of premium as well as 
with the age at issue and the age at ma- 
turitv. The cash value of the new con- 
tract depends upon the duration and the 
amount of premium and is independent 
of age and sex. The contract unit is an 
even amount of annual premium which 
shall be determined in advance, rather 
than an even amount of benefit. 

Three Settlement Options 

The annuity benefit as shown on the 
first page of the New England Mutual 
contract provides for a life annuity with- 
out refund if the death of the annuitant 
occurs after the due date of the first an- 
nuity payment. The amount of premium 
and the age at retirement are to be elect- 
ed at time of application. Three alterna- 
tive methods of settlement are provided 
under income settlement options: (1) a 
life annuity payable during the life of 
the annuitant without any refund in 
event of death after the due date of the 
first annuity payment; (2) a refund life 
annuity payable during the life of the 
annuitant, and (3) a life annuity with 
instalments guaranteed for ten years 
with payments continuing as long as the 
annuitant shal! survive. This benefit will 
be participating throughout the ten-year 
certain period. 

Due Date May Be Changed 

These settlement options also provide 
that the holder of the contract may 
change the due date of the first annuity 
payment at any time before the pay- 
ments begin. 

The new contract may be issued at any 
age between one and sixty-five. The or- 
dinary limit of maturity age is fifty to 
seventy inclusive. The minimum annual 
Premium on any contract is $50, while 
the maximum annual premium which the 
company is willing to accept for all re- 
tirement annuity contracts on one life is 
$5,000. ‘ 

In announcing the new contract the 
New England Mutual points out to its 
fieldmen that it is issued at a time when 
Many prospects appreciate the conserva- 
tive investment standards of life insur- 
ance companies and that the investment 
return and security make this type of 
contract very attractive to the best class 
of investors. 





ILLINOIS ASS’N ELECTS 


N. P. Blanchard, general agent for the 
State Mutual at Champaign, IIl., has been 
elected president of the Illinois Associa- 
tion of Life Underwriters. The other 
newly elected officers are: first vice- 
President, H. Hawley Wilson, Massachu- 
setts Mutual; second vice-president, C. 
F. Axelson, Northwestern Mutual; secre- 
‘ary-treasurer, L. P. Livengood. C. C. 
Veber, Union Central, general agent, the 
retiring president, was elected chairman 
of the executive committee. 





UNION CENTRAL BROADCAST 

ate first of the radio broadcasts of the 
nion Central Life will be given next 
qunday at 6:30 p. m, daylight saving 
nt over the Columbia Broadcasting 
‘etwork. It will be in the form of a 
intic sketch based on Bacon’s Rebel- 
On in Virginia in 1678 and will feature 


Cecelia Loftus. 














“Clock Work?’ 


These two words, meaning the 
ultimate in efficiency, can be put to 
work for the life insurance salesman. 


The next time a prospect suggests “waiting,” 
remind him of two important truths. 


Men who have sought such delay have found 
their premiums increased overnight, by 
reason of the “age next birthday” clause 


in the life policy. 


Thousands of widows have been left 
penniless because Fate failed 
to “wait” 

















Che Prudential 


INSURANCE COMPANY OF AMERICA 
Epwarp D. Durrie.p, President 
Home Office, Newark, New Jersey 

















Managers Plan Dinner 
For Julian S. Myrick 


TO HONOR HIM ON MAY 19 





Many Agency and Home Office Officials 
Expected to Attend Affair at 
Yale Club 





As a testimonial to Julian S. Myrick 
who has done so much for the advance- 
ment of the life insurance business the 
Life Managers’ Association of Greater 
New York has planned a big dinner in 
his honor the evening of May 19, at the 
Yale Club. Edward W. Allen, president 
of the association, reports that many ac- 





JULIAN S. MYRICK 


ceptances have already been received for 
the affair and that the attendance may 
approach 200. The dinner will follow the 
association’s customary spring business 
meeting which is scheduled for 6 p. m. 


In announcing the dinner the Mana- 
gers’ Association points out that Mr. My- 
rick has been a manager for twenty-five 
of the thirty-five years he has spent in 
the business and that he has aiways been 
an ardent supporter in local, state and 
national associations during that period. 
He was the first president of the New 
York Managers’ Association. 

He entered the business in 1898 with 
Charles H. Raymond & Co., managers 
for the Mutual Life. 

Invitations for the affair have been 
mailed to association members and to 
prominent agency and home office offi- 
cials who are personal friends of Mr. 
Myrick. Among those who have signi- 
fied their intention of attending are: 
William A. Hutcheson, vice-president, 
Mutual Life; Frank L. Jones and W. W. 
Klingman, vice-presidents, Equitable So- 
ciety; Peter M. Fraser, vice-president, 
Connecticut Mutual; Frank T. Partridge, 
vice-president, New England Mutual; 
Charles G. Taylor, Jr., third vice-pregi- 
dent, Metropolitan Life; Griffin M. Love- 
lace, second vice-president, New York 
Life; Roger B. Hull, managing director, 
National Association of Life Underwrit- 
ers, and John Marshall Holcombe, Jr., 
manager, Sales Research Bureau. 

Louis A. Cerf, Jr., vice-president of the 
Life’ Managers’ Association, is chairman 
of the committee which is making ar- 
rangements for the affair. Speech-mak- 
ing will be limited to a few brief talks 
as the evening will be mostly given over 
to music and other entertainment. 





Cc. F. WILLIAMS’ GIFT TO CITY 

Charles F. Williams, president of the 
Western & Southern Life of Cincinnati, 
gave $10,000 to the Cincinnati Board of 
Health to pay for the installation of an 
X-ray department in the Health Center. 
The equipment was especially needed in 
the city’s fight on tuberculosis. 
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J. 1. D. Bristol Dies; 
Retired Last Year 

63 YEARS IN THE BUSINESS 

Followed Rigid System in Building Up 


Strong Organization for North- 
western Mutual 








John I. D. Bristol, who retired last year 
from active participation in the life in- 
surance business with which he had been 
so long identified, died last Saturday 
night at his home in Chappaqua, N. Y., 
at the age of eighty-seven after a brief 
illness. He was for more than a half 
century associated with the Northwest- 
ern Mutual and built up a reputation in 
that company as well as in life insurance 
circles generally. He represented the 
Milwaukee company as general agent in 
New York City for a large part of that 
time. 

Mr. Bristol had many definite ideas on 
the business which he followed religious- 
ly. He asked his agents to work exclu- 
sively for the Northwestern Mutual, not 
to place business in other companies un- 
less the Northwestern had their limit. 
He would employ no part-timers, from 
the beginning of his career he believed 
that the insurance business deserved the 
entire attention of the man entering it. 
In May, 1893, he was criticized by some 
insurance men because of his positive 
views relative to brokerage business and 
caused somewhat of a sensation when he 
suddenly rescinded the contracts of 319 
brokers. However, he had adopted a code 
of ethics which he observed and clung 
to throughout the years. 

Born in Detroit 

The deceased was born in Detroit. His 
grandfather, Commodore Henry B. Bre- 
voort, one of the pioneer settlers of De- 
troit, fought with Commodore Oliver 
Hazard Perry in the Battle of Lake Erie. 
It was in April, 1868, that Mr. Bristol 
first became interested in life insurance 
and two years later he became superin- 
tendent of Western agencies for the 
Connecticut Mutual, his field covering 
thirteen states and territories. In 1874 
he became Wisconsin state agent for the 
Connecticut Mutual and in 1880 special 
Western agent for the Northwestern 
Mutual. Three years later he came to 
New York City as general agent for the 
Northwestern and built up a strong or- 
ganization. 

Scholarly Inclined 

Always scholarly inclined Mr. Bristol 
was author of more than 100 copyrighted 
publications. The one which probably 
attracted most attention was written at 
Stratford-on-Avon in June, 1895, and 
called “What Shakespeare Knew About 
Life Insurance,” composed after long fa- 
miliarity with the work of the Bard. 
When Mr. Bristol retired last year he 
planned to devote much time to writing 
and to inventions. His home at Chap- 
paqua had connected with it an art gal- 
lery, a fine library, and one of the most 
complete of amateur mechanical labora- 
tories. 

He first became a resident of Chap- 
paqua in 1906 and did much to promote 
and improve the growth of that village. 
His home was known as the Villa Perry. 

Mr. Bristol celebrated his sixtieth wed- 
ding anniversary on April 18, last. His 
widow, Mrs. Effie A. Bristol, and a 
daughter, Mrs. Albert Turner, of Chap- 
paqua, survive. Funeral services were 
held Tuesday morning from the de- 
ceased’s home and burial took place in 
Kensico Cemetery. 


NEW PRUDENTIAL MANAGER 

Sidney L. Marks has been appointed 
manager of the New Orleans Ordinary 
Agency of the Prudential. Mr. Marks 
has been with the agency since Febru- 
ary, 1929. On March, 1930, he was pro- 
moted to assistant manager and upon the 
death of Jacob M. Goldsmith, manager, 
succeeds to his office. 








DIST. MANAGER AT FT. WAYNE 
Louis N. Rocca, prominent life under- 
writer of Fort Wayne, Ind., has been ap- 
pointed district manager for the Mutual 
Life of New York in that section of th 
state. 








SCARED 


and 


SACRED 


oo DIFFERENCE between the ordinary funds of 
the day and Life Insurance funds may be judged by the way 


their descriptive word is spelled. 


As APPLIED to ordinary funds, the letters spell 
SCARED; as related to Life Insurance, those same letters 


spell SACRED. 


Never BEFORE in the history of the United States 
has there been so much idle money. People are “scared.” 
They are reluctant to deposit their money; they are loath to 
invest it; and they even hesitate to buy with it. 


I T IS THE job of the American Life Insurance Agent 
to show people a sure thing for their money: Sell Life Insur- 
ance, which is as solid as the Government itself; which will 
safeguard their money; and which will return it EXACTLY 


AS STIPULATED. 


lr THE BILLION dollars, or more, which are now 
merely gathering cobwebs, could be restored to circulation, 
normality would soon return, and the “depression” would be 


a “thing of the past.” 


Lue INSURANCE offers the public everything in 
the way of PROTECTION. Men ought to know the de- 
tails. Agents can tell them—and should do so, morning, 
afternoon, and evening. Men are always susceptible to logic 
and reason. They like to be persuaded and converted. 





Noxtuwesrean AGENTS, this means work for 
you, but work that promises splendid results, in every con- 
ceivable way. Constitute yourself an EVANGELIST. 





THE NORTHWESTERN 


MUTUAL 


LIFE INSURANCE COMPANY 


Milwaukee, Wisconsin 











American Central Aids 
Employes in Saving 

ADOPTS NOVEL INSURANCE PLAN 

Asks Officers and Employes to Author- 


ize Company to Withhold 20% of 
Salaries to Buy Coverage 








A novel systematic salary savings plan 
has: been adopted by the American Cen- 
tral Life of Indianapolis. The plan pro- 
vides that directors, officers, and em- 
ployes authorize the company to with- 
hold a minimum of 20% of their salary 
each month for use in purchasing some 
form of personal life insurance or an- 
nuity—the 20% to include any deposit 
already being made toward insurance or 
annuities. The kind of insurance or an- 
nuity is left to the choice of the em- 
ploye, as it is not a group plan in any 
respect. 

The remarkable feature of the plan 
lies in the fact that the company has re- 
duced its cash payroll by 20%, added ma- 
terially to premium income and _insur- 
ance in force, and automatically in- 
creased each employe’s insurance estate 
payable in event of death, or assured 
him of a guaranteed cash sinking fund 
for use in the future. Employes who do 
not favor a long-term plan, such as the 
usual types of life insurance or annuity 
provide, may take advantage of the com- 
pany’s new Endowment Certificates— 
something unique among modern cover- 
ages. 

Buy “Endowment Certificates” 


Endowment Certificates are issued in 
units of $50 each, the cost to the pur- 
chaser being $46 as a single premium for 
each unit. Each Certificate matures in 
the amount of $50 three years after the 
date of its issuance—showing a guaran- 
teed yield of 8.69% on the original $46 
investment over the three-year period. 
The value of each Certificate at the end 
of the second year is $48. If the owner 
of a Certificate dies during the first three 
years, the amount payable to his bene- 
ficiary is $60. 

Every Certificate carries a series of 
coupons, each coupon being worth $1.50 
(a guaranteed 3% annual yield). The 
first coupon matures four years from 
date of issuance of the Certificate, the 
second coupon matures five years from 
date of issuance, etc. Thus the owner 
who lives to mature his Certificate may, 
instead of taking $50 in cash and sur- 
rendering the Certificate and all coupons 
at the end of the third year, allow the 
principal to remain on deposit with the 
company and cash his coupons as they 
mature. : 

In event of his death, the company will 
pay $50, plus the value of any matured 
and uncashed coupons. If all coupons 
are eventually cashed and the owner 0 
the Certificate wishes to continue to re- 
ceive his guaranteed annual yield © 
$1.50, he may return his Certificate to 
the company and have additional cou- 
pons attached. As coupons mature, they 
may be cashed at any bank or at the 
company’s home office, or at any of its 
branches. The issuance of Endowment 
Certificates by the company was actuat- 
ed by a desire to cooperate with the 
United States Government’s campaign to 
give idle money safe and profitable work 
to do. 





GOLF STAR ENTERS BUSINESS 


Among the latest athletic stars to entet 
life insurance production ranks is a 
rison R. Johnston, former national ama- 
teur golf champion, who has joined the 
DeLong Agency of the Mutual Henefit 
in New York City. The DeLong Agency 
recently completed a training class ™ 
which Johnston was one of the members 
The others included Captain Samue’ 
Gray, formerly of the British Army: 
Tames R. Downey, who was with a) 
Standard Statistics Co.; Frank F- Col 
lins, formerly a_ trust representatt™ 
Chatham Phenix Bank, and Miss Ole’ 
Saastamoinen, who was a_ successit 
saleswoman for the Harmon Nation 
Realty Co. 
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chievement: 


Constant and unremitting effort to discover ways and means to increase 
the purchasing power of the life insurance dollar has been responsible for 
the remarkable record of the Continental American. 


That spirit typifies the company today offering significant appeal to 
men who are looking for an opportunity to become affiliated with it. 


A limited number of openings for men of character and ability in 

Massachusetts, New Jersey, Pennsylvania, Delaware, Maryland, 

District of Columbia, Virginia, West Virginia, and Ohio. Address 
your communication to George A. Martin, Vice-president. 


CONTINENTAL AMERICAN | 


LIFE INSURANCE Co. 
WILMINGTON DELAWARE 





SILVER 
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New Pittsburgh Manager 











STUART F. SMITH 


Stuart F. Smith, formerly manager for 
the Connecticut General at Akron, O., 
was appointed manager of the Pittsburgh 
branch office on May 2. C. W. Elton will 
continue as assistant manager. Mr. Smith 
has been one of the Connecticut Gen- 
eral’s most successful producers. 





Executive Committee of Ad 
Conference Meets in N. Y. 


The executive committee of the Insur- 
ance Advertising Conference met in New 
York on Tuesday and the Life Group 
held its meeting on Wednesday. Both 
were at the Hotel Pennsylvania. 

Bert N. Mills, secretary of the Bank- 
ers Life of Des Moines, as president of 
the conference presided at the executive 
committee meeting. Among the life men 
present were: J. E. Benedict, advertising 
manager of the Metropolitan Life and 
general program chairman for the next 
convention; D. Bobb Slattery, chairman 
of the Life Group program; T. M. Rod- 
lum, chaitman of the Life Group exhibit; 
Charles C. Fleming, Kenilworth H. Ma- 
thus, and Bart Leiper. 

The executive committee voted to dis- 
continue making awards by the parent 
body in connection with exhibits. The 
Life Group will make awards within their 
own group. 

It was decided that where one com- 
pany or group of companies desired the 
membership of a second representative 
in the conference such additional mem- 
bers from one organization shall pay 
only $5 a year instead of the usual mem- 
bership charge of $15. 

The committee confirmed the arrange- 
ments of the Southern Group Round Ta- 
ble at Chattanooga. Seneca M. Gamble, 
assistant agency manager, Volunteer 
State Life, will be chairman and John 
W. Murphy, Pan-American, secretary. 





P. F. HUFF HAS GRANDSON 


A son was recently born to Mrs. Alan 
L. Harris, daughter of Mr. and Mrs. 
Perez F. Huff. Mr. Huff was formerly 
general agent of The Travelers here. Mr. 
and Mrs. Huff, who are in Hollywood, 
Cal., expect to return to New York 
in May. While on the Coast Mr. Huff 
made talks before agency meetings of 
the following companies: Pacific Mutual, 
Equitable Society, Phoenix Mutual, 
Acacia Mutual and before Life Under- 
writers and Life Managers Associations. 





BUSINESS TRUST TALK 

Walter J. McLaren, assistant trust of- 
ficer of the Trust Company of New 
Jersey, with headquarters in Jersey City, 
gave an interesting talk on “Business In- 
surance Trusts” before the members of 
the Newark agency force of the Massa- 
husetts Mutual last week. 


OLDEST PENSION IN HISTORY 

What is probably the oldest pension in 
history is being paid by England to a 
Brooklyn man for services rendered by 
his ancestors to King Charles II in 1651, 
says Colliers. Since 1675, or 257 years 
ago, this family has received about $500 
annually and the gift is expected to con- 
tinue in perpetuity. 


ADDS TO HOME OFFICE STAFF 

In spite of business conditions in gen- 
eral the Western and Southern Life has 
shown remarkable initiative. More than 
100 additional employes were added to 
the home office staff last year and 
twenty-five have been employed so far 
this year. 





HULL A NEW YORK SPEAKER 

Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, will substitute for Elbert 
Storer, president, who had been sched- 
uled to address next Tuesday’s dinner- 
meeting of the New York City Associa- 
tion. Mr. Storer is recoverine from an 
attack of influenza and has been com- 
pelled to cancel several speaking engage- 
ments. 


McNULTY TO GIVE DINNER 
John A. McNulty, general agent for 
the Prudential at No. 1440 Broadway, 
New York City, is giving a dinner for 
his agency members at the New York 
Athletic Club on the evening of May 12. 
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Securities 


For Sale” 


When called upon to invest 
for clients, we are free to choose 
securities from the whole in- 
vestment field. Only with this 
freedom, we believe, can we 
choose the securities that best 


suit the needs of each indi- 


is the reason Central 


Hanover has “no securities for 





CENTRAL HANOVER 


BANK AND TRUST COMPANY 
NEW YORK 


Representatives in London, Paris, Berlin and Buenos Aires 











| Great-West Promotion 

















D. R. FERGUSON 


The Great West Life has promoted |). 
R. Ferguson to be inspector of agencies 
Mr. Ferguson, the son of C. C. Fergu- 
son, general manager of the company, 
was previously district inspector of the 
Portage district. He was educated at St 
John’s College, Winnepeg, and McGill 
University. 





QUINN AGENCY’S BIG GAIN 
The Daniel J. Quinn Ordinary agency 
of the Prudential at 185 Montague 
Street, Brooklyn, in the Borough Hall 
section, celebrated a 138% increase in 
business with a meeting last Saturday. 


The agency was started in 1930 and has 
had a splendid growth. The assistant 
managers of the agency are Al. Lynch 
and John O’Rourke. At the meeting 
James E. O’Neil gave a talk on the use 
of the Modified 3-20 with family income. 





GROUP FOR PENN STATE 


In April the Woods Agency of th 
Equitable Society placed a co-operative 
group life contract with Pennsylvania 
State College, at State College, Pa., pro- 
viding in excess of $3,000,000 group life 
protection for approximately 1,000 fac- 
ulty members and college employes. A 
large percentage of the College’s per- 
sonnel has already subscribed for the 
plan. 





JOHN E. MAHER RETIRES 
John E. Maher has retired as superin- 
tendent of the Hartford branch of the 
Prudential after forty-three years 0! 
service with the company. He will be 
succeeded by Samuel Davis of New York 
as supervisor. 





GETS AKRON APPOINTMENT 

Clarence S. Bateson has been apnoint- 
ed branch manager for the Life [nsut- 
ance Co. of Virginia for Akron, Ohio, 
and vicinity. For the past several vears 
Mr. Bateson has been a successful pro 
ducer for a prominent life compa! 





DR. T. W. BICKERTON DEAD 

Dr. Thomas W. Bickerton, former 
medical director of the New York Life 
died at his home in Fanwood, N. J; 
Wednesday. He was seventy-three yea™ 
old, and had been medical direct t for 
twenty years, retiring in 1930. 





ADDRESSES WOMEN’S LEAGUE 
The main speaker at yesterday's meet: 
ing of the League of Insurance Mie 
in New York City was Roger } Hull 
managing director of the National Ass® 
ciation of Life Underwriters. 








aS eee oa 





‘eee ee 














omen 


Hull, 


\ 30" 





May 6, 1932 









THE EASTERN 
UNDERWRITER 





Page 9 




















OCB AR CBE CBE CI - CEA CE 


(CBN CES CEN CES CER CI 











THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 








PROSPECT 
SBR VICE 


The Connecticut Mutual offers its representa- 
tives a direct mail pre-approach service based on 
principles field-tested among our own representa- 
tives. . . The Prospect Service Bureau is now 
operating in many of our leading agencies 
throughout the country. . . Both Prospecting 
and Actual Selling are now on a thoroughly 
organized basis among representatives of The 


Connecticut Mutual. 
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Penn Mutual Celebrates 
Its 85th Anniversary 


FORMED BY GROUP IN 1847 





Founded by John W. Hornor; President 
William A. Law Tells of Long 
Trusteeship 





This year marks the eighty-fifth anni- 
versary of the Penn Mutual Life of Phil- 
adelphia. The company’s clever and in- 
teresting agency paper “The News Let- 
ter” rises to the occasion with some in- 
teresting historical facts about the com- 
pany. 

On May 25, 1847, John W. Hornor 
opened an office at 91 Walnut Street, 
Philadelphia. Mr. Hornor and sixty-five 


companions made up the Penn Mutual 
Life Insurance Company. Following a 
two years’ study of English life insur- 
ance Mr. Hornor had interested twenty- 
seven prominent citizens in the idea of 
beginning in Philadelphia what he con- 
ceived to be the highest expression of 
mutual life insurance and they had ap- 
plied to the legislature of Pennsylvania 
for a charter to organize. 

They purposed to insure one another 
and any others who might join them 
against the losses which would be occa- 
sioned by their deaths and to do that, 
not by any method of assessment nor by 
banking a pooled fund but by building 
and maintaining a reservoir of money 
progressively keeping it filled through a 
stream of periodical deposits. 

The charter which was granted them 
required a minimum collective insurance 
of $100,000 and the group which complied 
with that provision and thus constituted 
the company consisted of sixty-five men 
who insured one another for a total of 
$224,500. ; 

Of the sixty-five companions the twen- 
ty-seven who had applied for the charter 
were named by it as trustees for the 
company the trustees thereafter to be 
elected directly by the sixty-five and 
their successors. Said the charter they 
“and all other persons who may here- 
after associate with them in the manner 
hereinafter prescribed shall be a body 
politic and corporate by the name of the 
Penn Mutual Life Insurance Company, 
and by that name shall have perpetual 
succession.” 

The trustees elected officers to accept 
responsibility for the company and the 
officers appointed an office force. The 
entire office force at that beginning con- 
sisted of one man, the secretary, John 
W. Hornor. The president, Daniel L. 
Miller, and the vice-president, William 
M. Clark, served through occasional vis- 
its and in an advisory capacity without 
salary. os 

Time marched on; new members joined 
the sixty-five companions, the business 
grew, the office force was added to, and 
agents were appointed to go out into the 
field to enlarge the membership. 

At the present time, after eighty-five 
years, the membership has grown from 
sixty-five companions to 360,000, the of- 
fice force numbers about 1,000, and there 
are some 4,000 agents in the field. Five 
home office buildings have been out- 
grown, and the seventh president is in 
the chair. But the original plan of mu- 
tuality still obtains: 360,000 companions 
elect twenty-seven of their number to 
act as trustees, the trustees elect officers 
for the company, and the officers appoint 
a clerical force and an agency force to 
carry on and expand the business. 

Speaking of the growth of the company 
since its founding to where it had at the 
close of business last year total assets of 
a little short of half a billion dollars; 
total income of $122,000,000; and insur- 
ance in force of $2,102,602,000, President 
William A. Law said: “All of this is 
due to a number of wholesome factors, 
and not to the work of any one man or 
of any small group of men. The com- 
pany was founded in conservatism and 
its trustees have lived up to their sacred 
responsibilities, having never regarded 


HORACE WINTER HONORED 


Washington Manager Completed Quarter 
Century with Travelers; Given 
Silver Service Set 
_, Vice-President H. H. Armstrong of the 
Travelers was one of those who turned 
out last Saturday to honor Horace Win- 
ter, manager of the life, accident and 
group departments of the Travelers in 
Washington, D. C., upon his completion 
of twenty-five year’s service with the 

company. 

Mr. Winter received many floral tri- 
butes and gifts during the day. Members 
of the Washington office and of the 
Travelers’ home office gave him a silver 
service set. As a further manifestation 
of esteem for their manager, the Wash- 
ington sales force presented him appli- 
cations for twenty-five insurance and 
twenty-five accident policies. A dinner 
was held in his honor Saturday evening. 


LEE B. DURSTINE DIES 











F ormer Metropolitan Life Producer Was 
Victim of Motor Accident in 


Wooster, O. 


Lee B. Durstine, a former special agent 
of the Metropolitan Life of New York 
City who was for nine years a member 
of the company’s Million Dollar Club, 
died last week in Wooster, O., as the 
result of an automobile accident there. 
He was eighty-five years of age and had 
gone to Wooster to spend several weeks 
with relatives. He was the father of Roy 
S. Durstine, chairman of Batten, Bar- 
ton, Durstine & Osborne, well known ad- 
vertising firm. 





the company’s assets as a fund for per- 
sonal exploitation. The traditions of 
duty, of conservative operation, of con- 
tinuous fair play, have been constantly 
observed by its officers, and the numer- 
ous safeguards thrown about life insur- 
ance by sound and prudent restrictions 
as to operation have been conscientiously 
obeyed.” 





supervising work of others. 


110 Fulton Street 





Large middle western company of excellent repute has 
opening for trained actuary to take charge of mathematical and 
statistical divisions of actuarial department. Must be associate 
or fellow by examination of Actuarial Society or Institute of 
Actuaries and have several years’ practical experience. State 
age, present connection, salary, and experience, especially in 
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UNION CENTRAL PLANS 





Ties Up Advertising Campaign with 
Sales Program; Clark and Hansel- 
man in New York 
The Union Central is tieing-up its ad- 
vertising campaign in a practical way 
with its sales program. New agents are 
being trained along these lines as well 
as is the company’s present production 
force. The Cincinnati company is also 
pushing sales of annuities at this time. 
Jerome Clark, vice-president and su- 
perintendent of agencies, and Wendell F. 
Hanselman, assistant superintendent of 
agencies, were in New York last week 
and addressed the Charles B. Knight 
Agency. They told how they expected 
the company’s advertising and radio pro- 
gram to stimulate selling and urged 
the Knight agents to take advantage of 

the publicity. 


ANALYZES INSURANCE JOURNALS 

Warren H. Miller, a member of 
the 1932 graduating class at the Whar- 
ton School of Commerce and_ Fi- 
nance, University of Pennsylvania, has 
written a thesis on the history of insur- 
ance journals. He has done a great deal 
of research in order to cover the sub- 
ject in a comprehensive manner, analyz- 
ing present-day journals and commenting 
on probable trends of the future. 





TOP-NOTCHERS 


Bankers Life Salesmen Who Have Achieved Success 
Through Consecutive Qualification in Our 
Highest Honor Organization 


ROBERT MERCER 
CHICAGO, ILLINOIS 


PRESIDENT'S PREMIER CLUB 
1927 - 1928 - 1929 - 1930 - 1931 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 


Established 1879 


Des Moines, Iowa 





Phoenix Mutual Cuts 

Its Dividend Scale 
ADDS DIFFERENCE TO SURPLUS 
President A. A. Welch Explains Com- 


pany Wants to Have Adequate Sur- 
plus; Dividends Still High 








In order to have a generous surplus 
during a time when property and secur- 
ity values are uncertain, the Phoenix 
Mutual Life has adopted a plan which 
will automatically increase its surplus and 
fortify its already strong financial posi- 
tion practically without regard for the 
trend of business conditions in the im- 
mediate future. 

Instead of experiencing the gradual de- 
crease in surplus common to financial in- 
stitutions in times like these the Phoenix 
Mutual has decided temporarily to set 
aside as additional surplus a portion of 
the sum it intended to pay to its policy- 
holders as dividends after July 1 of this 
year. By this plan at least 75% and an 
average of 79% of the usual dividends 
will be paid while the remainder will be 
retained by the company as an addition- 
al safeguard until general property val- 
ues improve. It is confidently assumed 
that this will take not over four years 
and probably less and as soon as possible 
the present dividend schedule will be re- 
sumed or an improved schedule put into 
effect. 

In making this announcement today 
President Archibald A. Welch said: “It 
is likely that we could have maintained 
our present dividend schedule without 
diminution of surplus, but we felt that 
additional security was more important 
at this time. Life insurance companies 
now hold a unique position in the confi- 
dence of the public for their stability, 
their resourcefulness and their strength. 
This confidence has been won by their 
conservative management which has re- 
garded safety as the first and most im- 
portant consideration, and we believe our 
action will tend to increase that confi- 
dence because it fortifies our financial 
position beyond any question of doubt. 

The company also announced tliat no 
change was contemplated in the rate 0! 
interest being paid on funds left with 
the company for the future welfare ol 
beneficiaries, on dividend accumulations, 
and on premiums paid in advance. This 
rate is to remain at 4.7% which has been 
in use for years, : 

It is interesting to know that since 
1914 the Phoenix Mutual has made eight 
increases in its dividend scale and only 
one decrease which came in 1920 on ac 
count of heavy losses suffered during the 
influenza epidemic. The dividend sched- 
ule used during the past three years 
more than 40% in excess of the 1920 re 
duced scale and more than 25% above 
the schedule used prior to that time. 





R. C. THOMSON’S ELECTION 

Robert C. Thomson, assistant treasure” 
of the Mutual Benefit Life, was recently 
elected a director of the Newark Cham- 
ber of Commerce. It was incorrectly stat 
ed in this paper last week that John + 
Thomson, vice-president and mathemat'- 
cian of the company, received this 4) 
pointment. 
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THE HOME LIFE 


INSURANCE COMPANY OF NEW YOR K 





Present Day Efficiency In 
General Agency Operations 

















RGANIZED EFFORT is the 
great basic essential in any 
program of successful agency 

building today and it is for this reason 
that the Home Life Insurance Com- 
pany of New York has rounded out a 
complete Home Office service of organ- 


ized effort for its field organization. 


Complete Equipment 


With which the 
Home Life offers its General Agents, 


this equipment 


the matter of success in General 
Agency operations is put squarely up 
to the individual. The equipment is 
complete and needs only properly di- 
rected energy and ambition to carry it 
through successfully. The latter can- 
not be supplied by the Company, of 
course, as that is the distinctly personal 
quality, but everything other than this 
personal element is supplied in this 


complete and modern agency set-up. 


Materials at Hand 
The typical Home Life General 


Agent’s office is an illustration of the 
broad scope and effectiveness of this 
equipment. As illustrated, you have at 
your finger tips all of the material that 
could be needed in your agency develop- 
ment program. Consider them, one at 


a time: 


Agency Guide 


1. There is the “Home Life Guide 
to Profitable Agency Building” for the 
General Agent himself—a guide book 
to general practices in the operation of 
an agency, particularly as linked into 
the Home Life’s program. This sug- 
gests a general program from recruit- 
ing through to production efforts. 


Recruiting Aids 


2. Several items are available as aids 
in the recruiting work itself, not the 
least important of which is the very 
striking story of the Life Insurance 
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Opportunity “The Facts As I See 
Them”, 
James A. Fulton, from his broad ex- 
perience in the field and Home Office. 


written by the President, 


A Training Book 
3. On the desk, for constant refer- 
ence, is the set of booklets, “Facts for 
Home Life Men”, a constant guide for 





it is recommended that a definite, 
standard place be set aside by every 
Agent and General Agent for this file. 
In it is the Prospect File, the Policy- 
holder File, the Auxiliary Card for 
field use, and the Sales Record Card. 


Record Plan 


5. Carrying the records still further 
and linking them with the office records 
is the. Daily Record Card, on which 
the Agent can program every hour of 
the day’s work and keep a running sum- 
mary. This is then carried on to the 





























the veteran agent, as well as a training 
book for the new man. Its contents 
are summed up by the four booklet 
titles, ““What to Know”, “What to 
Do”, “What to Say”, and “How to 


Sell”. 


Complete File System 
4. Every office is equipped with a 





Weekly Record Card and thence on the 
Quarterly Cumulative Record, which 
is jointly kept by the Agent and Gen- 
eral Agent. It is a complete system 
for organized field effort—and requires 


but a few minutes daily to maintain. 


Standard Accounting 


6. To still further organize the in- 


complete Filing System for Agents and | side machinery, the General Agent is 





furnished with a Standard Agency Ac- 
counting System, by means of which 
the Cashier’s duties are simplified and 
organized. 


Collections Aided 


7. In the three principal metropoli- 
tan centers of New York, Chicago and 
Philadelphia, the Company has set up 
central collection offices, relieving the 
General Agent of the onerous duties 
of premium collections and leaving him 
free for recruiting and production 
work—but he is kept constantly in 
touch with his clientele through the 
“Change of Age” file, furnished by the 


Company for every case on his books. 


Conservation Helps 


8. This contacting-conservation 
work is still further aided by the Com- 
pany’s monthly follow-up plan, change 
of age folders, service cards and all 
connecting links being supplied on re- 
quest. In this way, every agency is al- 
ways able to keep in constant contact 
with its most valuable prospect list, the 


actual clients already on the books. 


Simplified Selling 


9. One of the great aids to the 
training of new men—and keeping 
others in production—is the Home Life 
Simplified Selling Plan—a concise se!l- 
ing system, applied on the four basic 
need approaches. This incorporates a 
simplified Prospecting System as well. 
It has been tested and found worth- 


while in the field. 


Printed Aids 


10. A standard item of Agency 
equipment—representing a standard 
supply at the Home Office—is the folio 
of “Home Life Selling Aids”, a broad 
offering of attractive, modernized cir- 
culars, folders and selling aids, includ- 


ing proposal forms. 


There 


They all combine to make 


These are the chief items. 
are others. 
possible a program of organized effort 
which, as has been effectively done in 


many cases, brings outstanding results. 





THE HOME LIFE 


ETHELBERT IDE LOW, Chairman of the Board 


INSURANCE COMPANY OF NEW YOR K 


JAMES A. FULTON, President 
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Suggest Central Offices 
For Premium Collection 


AN ADVANTAGE IN CITY AREAS 


Idea Recommended at Life Office Man- 
agement Association Meeting; 115 
Home Office Executives Attend 





When there are more than one produc- 
ing office being operated in any city by 
a life company, premium collections and 
the other activities related thereto 
could be handled more satisfactorily 
through a central office than through the 
individual production units. This con- 
clusion was reached by a committee of 
the Life Office Management Association 
which reported its findings at the spe- 
cial conference of the organization held 
at the Hotel New Yorker in New York 
City last Thursday and Friday. 

The conference was chiefly devoted to 
discussion of the theme, “Agency Ac- 
counting and Field Auditing.” It was 
attended by 115 executive representatives 
of forty life companies. Leonard 
Ashtort, vice-president of the Provident 
Mutual and president of the association, 
opened the conference and then turned 
the meeting over to the general chair- 
man, Willard D. Holt, assistant secre- 
tary, Provident Mutual. 

Collections in City Areas 

R. A. Taylor, assistant chief account- 
ant, Sun Life, presented the committee 
report on “Consolidating Premium Col- 
lections in Metropolitan Areas,” at the 
opening session, in the absence of S. Rus- 
sell Smith, Penn Mutual, who was chair- 
man of the committee. The following 
were brought out as advantages in favor 
centralized collecting: a reduction in ex- 
penses in the branch offices as the re- 
sult of more efficient organization and 
management and the opportunities af- 
forded for mechanization; a reduction 
in home office expenses as a direct con- 
sequence of increased efficiency in the 
branch and of the fewer units with which 
the home office is required to deal; a 
better service to policyholders made pos- 
sible by reason of the central branch 
being able to maintain a more expert 
and better equipped staff to deal with 
the public; at least as good, if not bet- 
ter, collection experience, and the free- 
ing of the general agent or agency man- 
ager from routine so that he may devote 
his full time to production. 

To the managerial type of company a 
change over to centralization would pre- 
sent fewer difficulties than to the general 
agency company. The latter type of 
company would, it was emphasized, have 
first to sell the idea to the general agent. 
Among those companies that now follow 
the centralized collecting plan some col- 
lect all premiums in that way. Others 
collect initial premiums through the pro- 
ducing branches and subsequent ones 
through the central office while others 
collect all premiums during the first pol- 
icy year through the production office 
and have the central office pick up the 
collection with the first premium in the 
second policy year. 

Systematizing Work 

The Thursday afternoon session was 
devoted to the subject of “Systematizing 
Work in the Agencies.” F. R. Gale, 
comptroller, Continental American Life 
and chairman of the committee develop- 
ing this subject, presented a paper on 
“Centralizing Agency Accounts in the 
Home Office.” The plan, as described 
by Mr. Gale, has been placed in opera- 
tion and has effected substantial savings 
in agency operating costs. He also ex- 
plained the Continental-American’s meth- 
od of arriving at efficiency ratings of 
their cashiers’ departments. “Group 
Comparisons of Agency Clerical Costs” 
was the subject of papers by Henry Bos- 
sert, Jr., of the Provident Mutual, and 
Floyd Zukswert of the Mutual Benefit. 
T. S. Smith, Guardian Life, covered the 
subject of “Branch Office Personnel” and 
stimulated a lively controversy on the 
question of “Female vs. Male Cashiers.” 

J. J. Klingenberger Report 

The Friday morning conference em- 
bodied papers and discussions on the 
theme of “Agency and Instructions of 
Field Accounting Forces.” J. J. Klingen- 


WOODS’ GAINS CONTINUE 


Pittsburgh Agency Ahead of Last Year 
in Both Life and Group Life 
Insurance Sales 
_ Substantial gains in both life and group 
life insurance sales this year are reported 
by the Edward A. Woods Co., of Pitts- 
burgh, general agent for the Equitable 
Society. William M. Duff, president of 
the organization, reports that sales for 
the first four months were $16,029,157, 
representing a gain of $708,274, or 414% 

over the same period a year ago. 

Group life sales of $6,033,000 in the 
first four months show an increase of 
$159,000 over the same period of last year. 
Ihe Woods Agency estimates that it will 
place more new group insurance cover- 
age during the first six months of 1932 
than during all of last year. 








berger, assistant secretary and auditor 
of the Lincoln National, presided and 
presented the committee’s report cover- 
ing the practices followed by thirty rep- 
resentative companies. At this session 
all phases of agency auditing were dis- 
cussed. Mr. Klingenberger said that 
‘since it is recognized that general agents 
are primarily responsible for production 
and agency development, they skould de- 
vote but a minimum of time and atten- 
tion to office procedure. The home of- 
fice is better qualified than the general 
agent to set up the necessary records.” 
Methods of maintaining records and ac- 
counts were therefore discussed with this 
thought in mind. 

A general discussion of all sessions 
followed by remarks by F. L. Rowland, 
secretary, Lincoln National, and secre- 
tary of the association, closed the con- 
ference. Mr. Rowland stated that the 
proceedings of the meeting, to be pub- 
lished in bound form, would be available 
through the secretary’s office, together 
with those of the Chicago Special Con- 
ference which will be held at the Edge- 
water Beach Hotel, May 23 and 24, deal- 
ing with “Organization and Management 
Problems of the Small and Medium- 
Sized Company.” 











G. S. MOFFETT ANNIVERSARY 

George S. Moffett, manager of mort- 
gage loans for the Penn Mutual, will at- 
tain his thirty-fifth Penn Mutual anni- 
versary on May 17. On that day in 1897 
he entered the investment department in 
the home office. Later he was appointed 
Southern Loan Inspector, with headquar- 
ters in Atlanta. 


MYRICK AGENCY 
The paid-for business of the Julian S. 
Myrick agency of the Mutual Life for 
April was $2,252,727 as compared with 
$4,006,388 for 1931. For the year the to- 
tal paid-for business amounted to $10,- 
335,027 as compared with $14,507,455. 
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Net Results in 1931— 
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An Increase in Insurance in Force equivalent to 207% 
of 1931’s paid production— 


An Increase in Assets of 87— 
An Increase in Surplus of 117%— 


Interest earnings on invested assets—5.71% 





50 UNION SQUARE 





THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


- NEW YORK CITY 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 


of Worcester, Massachusetts 


SPECIAL ANNOUNCEMENT! 
A New and Complete 
ADVERTISING PORTFOLIO 
on 

STATE MUTUAL RETIREMENT INCOME 

prepared exclusively for 
OUR ASSOCIATES IN THE FIELD 

Incorporated — 1844 

Greater Today Than Ever Before 































LIFE INSURANCE ADVERTISING 





Results of Extensive Survey Are Cited 
by University Instructor at Phila- 
delphia Meeting 
Life insurance advertising was dis- 
cussed in some detail by Ben Williams, 
of the Wharton School, University of 
Pennsylvania, at last month’s meeting of 
the Advertising Institute of the Poor 
Richard Club in Philadelphia. Mr. Wil- 
liams has written as his thesis for his 
doctor’s degree at the university an elab- 
orate outline of the advertising and sell- 
ing programs of sixty life companies lo- 
cated in almost every state of the Union. 

He has devoted a year’s study to the 
question, and summed up his analysis 
of the life insurance problem in _ the 
statement that “the companies must take 
the money available under state regula- 
tions for advertising and promotion and 
make every dollar ring the bell.” While 
Mr. Williams stated that his father was 
a newspaper publisher, and he believed 
strongly in newspaper advertising in 
many lines of business, it was his belief 
that newspaper advertising costs too 
much for life insurance advertising be- 
cause of the class of prospects reached. 
_He explained the use of class maga- 
zines and their effectiveness in securing 
coupon replies, but pointed out that the 
coupon is not an order for a_ policy. 
Automobiles for instance, he said, in 
twenty national magazines studied, are 
spending $47,000,000 for advertising in 
these particular publications, while there 
was scarcely over $1,000,000 spent for 
life insurance advertising—half of which 
was being done by one company. 





GARDINER AGENCY BANQUET 


Members of Agency Entertain at Good 
Fellowship Affair Held by John 
Hancock Unit 
A good fellowship banquet was held by 
the Harry Gardiner Agency of the John 
Hancock in New York City at the Hotel 
New Yorker last week. It was so suc- 
cessful that the agency plans to hold 

similar affairs every three months. 
fund for this purpose will be built uP 
by regular contributions from agency 
members. 

The entertainment furnished at last 
week’s dinner by members of the agency 
was of a high order. Highlights were 
the singing of Theodore M. Everett, 
baritone; a clever radio skit put_on by 
H. G. Pratt, office manager, and Edward 
Allen, supervisor, and harmonica playing 
by Ludwig Koestnel, of the office force. 
Mr. Koestnel two years ago won secon 
place in the amateur harmonica players 
championship contest in New York City: 
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Urges Agents to Study 
Proposed Tax Increases 


SEES THEM SALES OPPORTUNITY 





Chase Trust Officer Addresses Cunning- 
ham Agency; Frank Boehn Talks 
on Gaining Confidence 





How life agents will do well to ac- 
quaint themselves with the proposed 
Federal tax changes was clearly pointed 
out by Bernard Butler, assistant trust of- 
ficer of the Chase National Bank, in an 
address before the Philip D. Cunningham 
Agency of the Mutual Life in New York 
City on Monday. The speaker said that 
it is probable that the tax increases pro- 
posed will in the main be passed and 
that insurance men should take advan- 
tage of the situation and be prepared to 
cover these increases by additional life 
insurance. 

“A knowledge of the tax situation will 
give an agent confidence,” Mr. Butler 
said. “If you have information which is 
of value to prospects they usually will 
see you. The 1932 Revenue Bill should 
be of the greatest importance to you in 
your work. Much life insurance was sold 
in 1917-18 on the taxation question 
alone. I do not recommend that you do 
this to the exclusion of everything else, 
however, as there are plenty of other 
needs which should be covered also.” | 

The speaker told how estate liabilities 
would be very materially increased by 
the proposed legislation and how, also, 
there would be material income tax in- 
creases, especially in the lower income 
brackets. Life insurance of $43,000 
would be necessary to settle a $200,000 
estate, he said. Life insurance liabili- 
ties can only be retired through insur- 
ance trusts, he added, and it is advisable 
to have the insurance payable to a trus- 
tee who is directed to purchase prop- 
erty from the executor. 

Fit Talk to Client 


Another speaker at the Cunningham 
Agency meeting was Frank Boehn, man- 
ager of the life department of Frankel 
& Co., and a large personal producer. 
Mr. Boehn emphasized that agents can- 
best: gain the confidence of their pros- 
pects by talking to them in their (the 
prospects’) language. “Talk about some- 
thing which is uppermost in their minds,” 
he said, “even if you have to stray away 
from life insurance for a while in your 
discussions. In that way will you best 
get concentrated attention. Fit your 
talk to the client. For instance, discus- 
sion of the incontestable clause will prob- 
ably interest the lawyer, etc. And if 
you are informed on other subjects about 
which the man is interested, you will be 
all the better off. He will begin to think 
you a live wire who is familiar with what 
is going on about you and will respect 
your judgment. 

“It stands to reason that it is neces- 
sary to follow certain fundamental prin- 
ciples in selling,” Mr. Boehn said. “Some 
of these never change and are always ap- 
Plicable. It seems to me, however, that 
confidence on the part of the agent and 
on the part of the prospect will go the 
longest way to close a sale.” ~° 





E. R. HARRISON PROMOTED 
_E. Randolph Harrison, formerly super- 
visor of the Austin Agency of the Aetna 
Life in Brooklyn, has been promoted to 
assistant general agent. He has been 
associated with the Austin Agency since 
January, 1921 and has met with great 
success in the training and development 
of new men. He is a son of William H. 


Harrison, vice-president of the Atlantic 
ife, 





R. H. KEFFER FIGURES 

R. H. Keffer, general agent of the 
Aetna Life Insurance Co. at 100 William 
Street, New York City, has announced 
that the 100 William Street agency paid 
for $1,790,739 during April, as compared 
to $2,776,350 for the month of April, 1931. 

The total business paid for by this 
agency for the year to date is $8,795,831, 
a compared to $9,323,100 for the same 
Period in 1931. 


LEONARD AGENCY ASSOCIATION 





Philadelphia Manager Forms Internal 

Organization to Arrange Activities; 

E. J. Berlet Elected President 

An organization known as the Agency 
Association. has been formed by the 
Fidelity-Philadelphia Agency of the Mu- 
tual Life in Philadelphia, of which J. 
Frank Leonard is manager. E. J. Berlet 
has been elected president; L. J. San- 
tamarie, vice-president, and Edward B. 
Berlet, secretary. 

The Agency Association will provide 
programmes for the regular weekly edu- 
cational and get-together meetings and 
will take an active part in originating 
and conducting the various agency ac- 
tivities. 





LOOK FORWARD TO “SURPRISE” 


Members of the Life Underwriters As- 
sociation of New York City are looking 
forward eagerly to the dinner next Tues- 
day evening at the Hotel Astor. A big 
surprise, the nature of which is only 
known to a very few, awaits them. In 
addition, it will be the association’s an- 
nual Ladies’ Night, another reason why 
it should be a gala evening. While 
President Clancy Connell’s term of office 
will not expire until June 30, next Tues- 
day’s dinner will be the last of the usual 
eight held each year. 





ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE CO. 


In the City of New York 


156 Fifth Avenue 





Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 
Good territory for personal producers, under direct 


contract 
HOME OFFICE 


New York City 














MASSACHUSETTS MUTUAL MEET SCHLATER’S ADVERTISING IDEA 
“Follow Thru in ’32” has been selected At a_ recent festival occasion in 


as the convention theme for the fortieth 
annual meeting of the Agents’ Associa- 
tion of the Massachusetts Mutual, which 
will be held at Swampscott June 13-15. 
Lawrence E. Simon, well known New 
York City producer, is president of the 
association. 





TODD IN KANSAS CITY 
Phelps Todd, vice-president of the 
Provident Mutual, was guest speaker at 
the meeting of the Kansas City Life Un- 

derwriters’ Association yesterday. 


Greenwood, Miss., Ran Schlater, enter- 
prising district manager for the Lamar 
Life there, did not overlook the oppor- 
tunity to tell the story of life insurance 
by a float in the parade. The float was 
attractively decorated in green and pink. 
Little Miss Mildred Schlater, daintily 
dressed in pink crepe, represented a for- 
tunate beneficiary, while another child 
wearing a ragged outfit represented the 
orphan whose father had no life insur- 
ance. Over the arch at the rear of the 
car was the sign, “Which Shall It Be?” 
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New York Life’s Radio Programs 


“Great Personalities of American History” 


A radio play or drama of episodes in the life of MARQUIS 
DE LAFAYETTE, one of the picturesque figures of the 
American Revolution. At his own expense he fitted out a ship 
and came to America in 1777, when he was twenty years of 
age. He joined the staff of General Washington, who became 
greatly attached to him. Fighting bravely and brilliantly, he 
quickly attained the rank of Major-General in Washington’s 


The agents of all companies are invited to tune in 
on our programs every Tuesday evening 
on any of the following stations: 


9:30 P.M. Eastern Daylight Saving Time. .New York .............. (WJZ) 
= - ‘ es " ’ ee are (WBZ) 
" 25 = ws s ” Springfield ........... (WBZA) 
“ig sas i ™ - = Pletsburgh ............ (KDKA) 

8:30 P.M. Eastern Standard Time........ ae (WBAL) 
- ' "= ™ 3 PATER re (WHAM) 
* * - seg Pe Pardtic.cd rs (WGAR) : 
ly . ” a ; .. .Detroit (WJR) 

8:30 P.M. Central Daylight Saving Time. Chicago .............. (WENR) 

7:30 P.M. Central Standard Time. . Ot Ra eare (KWK) 
” 7 ” - psc ehed Cedar Rapids, Ia........ (KWCR) 
ad = . " sage three Omaha-Council Bluffs, Ia.. (KOIL) 
“i ” ay . es 2, es Reames OP on si 5. os0% (WREN) 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York, N. Y. 
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LIVE HINTS‘FOR BUSINESS 


= —————————————— . eet” 
Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 


When your pros- 

An pect says: “I don’t 

Important need it,” you reply: 

Distinction “Can you change the 

‘TY’ to ‘We’ and still 

make that statement? suggests the New 
England Pilot, adding: 

The simple question brings the pros- 
pect back with a jerk to the fact that 
he is leaving someone out of the picture 
when he says, “I don’t need it.” Get him 
to say it this way: “We don’t need it.” 
“We'll wait awhile.” “We have plenty 
of insurance.” “We don’t believe in life 
insurance.” “We don’t want any more.” 

* * 


A salesman in the 

The West uses an apple 

“Apple effectively in making 

Approach” an approach, says 

Mutual Life Points. 

When he obtains his interview with a 

prospect, he takes an apple (plump and 

rosy) from his pocket and calls attention 

to it. “Plenty of juicy bites in this for 
someone,” he says. 

The prospect realizes that the sales- 
man is not a seller of apples, and he is 
likely to make comment or ask ques- 
tions. The salesman then explains—it 
makes no difference whether the pros- 
pect is vocal or silent—that the apple 
represents the prospect’s estate. and he 
then shows how various obligations—fu- 
neral expenses and so on—take juicy 
bites out of the apple (sometimes he ac- 
tually cuts the apple) and then presents 
life insurance as a way to preserve the 
entire “apple” for the prospect’s family. 

Many prospects would take offense if 
a salesman were to cut the apple and 
make a litter, but with tact and good 
judgment this approach can be made in- 
teresting and effective. 

*x 


* * 
There is a _ right 
The and a wrong way to 
Right do everything, says 
Way Wilson Slick, writing 


in the Reliance Life 
Bulletin. “Bobby” Jones makes golf look 
easy. “Red” Grange makes broken field 
running appear to be a comparative 
cinch. William Jennings Bryan could, 
by his eloquence, sway a convention in 
any direction. Paul Whiteman, big as he 
is, always looks graceful while leading 
an orchestra. Jack Donahue made tan 
dancing appear to be child’s play. “Babe” 
Ruth has a “natural” swing and what a 
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“cut” he takes at the ball and how easy 
he hits ’em. 

So, too, with the life insurance sales- 
man—there is a right and a wrong way 
to make a sale. The right way is to 
secure a settlement with the application 
—thus actually closing the sale. The 
wrong way is to defer action on the 
settlement. There are many reasons 


why a settlement should always be taken. 


with the application: 

lst—It binds the company to the risk, 
according to the agreement. 

2nd—It eliminates competition entire- 
ly—for any agent who upsets the case 
after the application is made, settlement 
and medical completed, is considered a 
“twister,” liable to punishment by law 
—thus the law itself protects you pro- 
vided you secure a settlement with the 
application. 

3rd—Most important of all, you make 
it possible to continue selling insurance 
in your particular community. 

a 


The following sales 
approach has_ been 
effectively used by 
some representatives 
of the Equitable So- 
ciety, according to Agency Items, in 
cases where the life underwriter knows 
his prospect pretty well. 

Representative: Bill, if I came to your 
office with ten pounds of cork—just or- 
dinary cork—how much would you give 
for it? 

Bill: I wouldn’t give you a cent! 

Representative: Fine. Suppose, now 
you were drowning in the middle of a 
lake and I called “Hey Bill, how much 
will you give me for this ten pounds of 
cork ?” 

Bill: Why, I guess I’d give you any- 
thing I had. 

Representative: Well, that’s the wav 
it is with life insurance. It’s worth 
everything to a man when the real need 


comes, and the sooner it’s secured the 
cheaper it is. 


Clever 
Comparison 


* * 
Why do you want 

Local to buy a certain 
Examples as make of automobile? 
Illustrations Because you had a 
ride in one once and 

had the good features of it demonstrated 
and pointed out to you, says an agency 
bulletin of the Equitable of Iowa. Why 
do people sacrifice in order to obtain an 





building new organization. 


West. Can you qualify? 





BERMUDA IN AUGUST 


A Convention trip to Bermuda this August is the reward 
offered for outstanding production before August first. 
General Agents find our Convention trips of great help in 


We have a few General Agency openings in the Middle 


PHILADELPHIA LIFE INSURANCE COMPANY 
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There are no policies better adapted 


education? Because they see the advan- 
tage of an education as exemplified by 
the money and pleasures other people 
are enjoying who have one. 

Testimonies were the first advertise- 
ments, and they continue to be one of 
the best forms of publicity. Can you 
point to a case of a child being edu- 
cated on the proceeds of a life insur- 
ance policy? Do you know of a widow 
in your community who is living in com- 
fort because her husband owned life in- 
surance? Do you know of a business 
man who has been able to continue his 
business only because of the collateral 
value of his life insurance ? 

Point out some of these actual cases 
to your prospect, then paint a lifelike 
picture of cases the opposite of these to 
him. Saturate yourself with stories such 
as these which show life insurance in 
action, and your prospect will be com- 
pelled to appreciate its benefits. 


* * * 

Do you sell to busi- 

Sell ness women? If you 
Women in do, here are some 


tips on their hobbies, 
sports, and pastimes 
revealed by a representative cross sec- 
tion of American women office workers. 
The information was secured by ques- 
tionnaires sent to the women employes 
of the home office of the Lincoln Na- 
tional. 

In sports, swimming and golf led all 
others by a wide margin. Then followed 
in order: tennis, basketball (spectator), 
and football (spectator). Pastimes and 
amusements other than sports show 
reading to have first place, with social 
life, dancing, theatre, and cards ranking 
in popularity in the order listed. Hours 
devoted to these pursuits range from 
one-half of spare time to one hour per 
day, with the majority quoting from 1-2 
hours. 

Moral: These pastimes require money 
for their indulgence. Sell the business 
woman an investment and retirement 
contract. 


Business 





ARCHITECT ENTERS BUSINESS 





T. Ralph Ridley, Former State Archi- 
tect in Pennsylvania, Joins Fidelity 
Mutual in Philadelphia 
One of the latest men to enter the life 
insurance business has acquired consid- 
erable reputation as an architect. He is 
T. Ralph Ridley who has joined the 
Pierce Agency of the Fidelity Mutual in 

Philadelphia. 

Mr. Ridley was State Architect in 
Pennsylvania during a former admin- 
istration and previously was school archi- 
tect in Akron, Ohio, where he also won 
prominence as director of the Civic 
Drama Association. He was born in 
England. 





INDEPENDENCE SQUARE 


NONE BETTER 


INDUSTRIAL — OR — ORDINARY 


The Colonial Life Insurance Company 
OF AMERICA 
HOME OFFICE—JERSEY CITY, NEW JERSEY 
Opportunity for Quality Men 
NEW JERSEY—NEW YORK — PENNSYLVANIA — CONNECTICUT 


THE HOME LIFE INSURANCE COMPANY OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Policies Are Issued from Birth to Sixty-Five Years Next 
Birthday 
A comparative statement of the Company’s progress during the last ten 
years shows a remarkable achievement. The premium income has increased 
by 141.9%; the admitted assets have shown a gain of 492.2%. The policy 
reserves for the protection of policyholders have expanded by 545.6%; and the 
insurance in force has increased by 152.6%. 
OVER ONE HUNDRED AND FOUR MILLIONS IN FORCE 
A Policy for Every Purse and Purpose 
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ONLY TWO HOURS EACH DAY 





Griffin M. Lovelace Points Out That 
“Bread and Butter” Time Is 
About that Much 
Griffin M. Lovelace, second vice-presi- 
dent of the New York Life, says in a 

recent bulletin: 

“Only two hours daily average of real 
Bread-and-Butter time, even though you 
work very hard! That is almost the ef- 
ficiency maximum. Out of six hours in 
the field, only two hours of actual inter- 
view time, with about three prospects; 
the other four hours going into traveling, 
calling on absentees, waiting, trying to 
get in, working for interviews you don’t 
get. And you can rarely secure as much 
as two hours of actual interview time, 
unless you solicit five to six hours very 
systematically. 

“Efficient interviewing requires fore- 
knowledge of what to talk about during 
these two precious Bread-and-Butter 
hours. It is the only help against the 
regretful ‘post-mortem,’ ‘Why didn’t I 
think to say this—or that!’ 

“Efficient interviewing requires prepa- 
ration, or Planning. You are going to 
interview John Doe tomorrow. You 
study his card tonight. The information 
tells you what to talk about—why he 
needs insurance, how much, what plan 
is suitable, what he is interested in, 
whom he wants to protect. You see 
points you want to make. You think 
of ways of presenting your points ef- 
fectively—an approach, the plan to offer, 
the answer to a ‘hard’ objection, a good 
closing point. 

“Ten cards in your pocket each morn- 
ing; in your head, definite ideas you will 
use with any of the 10 prospects you 
may interview; off early for a planned 
day’s work. It will be a better days 
work and you'll enjoy it. 

“Spend at least one hour daily in plan- 
ning interviews from your cards for to- 
morrow. This. was a part of the pro- 
gram of the 69 agents whose Time Con- 
trol we told you about. Most of them 
did it. Daily planning was one of the 
reasons why, in eight weeks, they wrote 
nearly 113% more business than during 
the previous two months. : 

“Get organized: control your time, 
prospect systematically, plan your inter 
views every day.” 
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Women’s Agency Unit 
Has Proven Successful 

2ND ANNIVERSARY OBSERVED 

Sophia W. Bliven’s Philadelphia Agency 


Celebrates with Sales Confer- 
ence and Dinner 





The second anniversary of the Wom- 
en’s Unit of the John A. Stevenson 
Agency of the Penn Mutual in Philadel- 
phia, which is managed by Miss Sophia 
W. Bliven, was celebrated Friday of last 
week with an all day sales conference 
and an evening dinner. Mr. Stevenson 


set up the unit as an experiment two 
years ago and it has well justified its 
existence. 

The unit, with offices in the Public 
Ledger Building in Philadelphia, is com- 
pletely separated from the main agency 
located in the home office building. In 
the two years, nineteen full-time agents 
have been recruited and trained, and 
there are somewhat over twenty part- 
timers qualifying for that recognition. In 
the second year $2,370,000 was paid for. 

Instructive Program 

The program for the conference was 
instructive. Among those who spoke 
were the following: Wallis Boileau, Jr., 
superintendent of agencies; Malcolm 
Adams, assistant vice-president in the 
Underwriting Department; J. Elliott 
Hall, New York City general agent; Miss 
Alice Roche, Provident Mutual, and A. 
Rushton Allen, Union Central general 
agent. The last feature was a skit en- 
titled, “It’s Up to You,” in which was 
shown the acceptance of a retirement 
income contract by a young woman, its 
rejection by another young woman, and 
twenty years later the receipt of the first 
income payment by the accepter and her 
starting for Europe, while the woman 
who rejected was shown to be looking 
for work. 

The evening dinner was in the Down 
Town Club, and was attended by eighty, 
of whom seven were men. Among the 
women guests were Officials in various 
women’s clubs in Philadelphia and 
Pennsylvania, together with business and 
professional women. President William 
A. Law, of the Penn Mutual, explained 
the why of life insurance safety. Vice- 
President Stevenson described the life 
insurance market and the woman under- 
writer’s place in the work of covering 
it, and expressed his gratification that 
what had started as an experiment had 
become a success of the first magnitude. 
Medical Director Scholz brought the Un- 
derwriting Department’s  felicitations. 
Manager Sophia W. Bliven was the 
toastmaster. 


LAMAR LIFE PROMOTION 


W. D. Wilson, former special agent for 
the Lamar Life, has been promoted by 
the company to a district managership in 
Mississippi, with headquarters in Lex- 
ington. He will take over part of the 
territory of the late Capt. James S. 
Butler. 








HARRY FORD DEAD 

Captain Harry Ford, agents’ counsellor 
for the California-Western States Life, 
died at his home in Berkeley, Calif., re- 
cently. He was 77 years old. 

Mr. Ford was formerly superintendent 
of agencies for the Western States Life 
after serving for many years in Louisi- 
ana for the New York Life and the Mu- 
tual Life. He at one time also repre- 
sented there the Pacific Mutual. 


Talk by H. L. Amber 
Starts Wolfson Drive 

UNIQUE AGENTS’ TESTIMONIAL 

Anti-Depression Talk by Berkshire V.-P. 


Gives Impetus to Contest Inaugu- 
rating Agency’s Fourth Year 








To give an auspicious start to its 
fourth year as Berkshire Life general 
agents the S. S. Wolfson agency in the 
Empire State Building, New York, 
launched a May sales drive at a luncheon 
meeting last Saturday which is built 
around the unique idea of a testimonial 
to each agent. Application books were 
passed out on the front covers of which 
were their own pictures with appropriate 
copy. The objective, announced by S. 
Samuel Wolfson, “commander-in-chief” 
in the drive, is $1,000,000 paid-for busi- 
ness by the end of this month, a goal 
which Mr. Wolfson expects will be 
reached. 

Guest of honor at the affair was Har- 
rison L. Amber, vice-president of the 
Berkshire who brought greetings from 
Frederic H. Rhodes, president. Mr. Am- 
ber, predicting a new era in the business 
which will bring into play a-new line of 
attack with increased energy on the part 
of agents, said that what is needed most 
today is a new mental attitude. He had 
no sympathy with those who hesitate to 
go out after the business, making -lame 
excuses for themselves. “The man who 
waits for the return of 1928 conditions,” 
he emphasized, “is in for a long waiting 
period. If you have not already reor- 
ganized yourselves to meet 1932 condi- 
tions you might just as well close up 
your books.” 

“Lap of Ease” Days Gone 

Mr. Amber impressed upon the Wolf- 
son producers that the Home Office atti- 
tude was one of helpfulness, that its 
agency department was keyed up to 
build a sound foundation for the years 
to come. But unless Work was the motto 
of the new era with the “lap of ease” 
attitude of past years forgotten he said 
little or no progress could be expected 
in 1932. For one thing, a recent 10-day 
field survey has brought out that the 
average earnings per interview of Berk- 
shire agents is not much below 1928 
earnings. At the same time it was found 
that the agents’ average working day 
constituted only 4.4 hours, which Mr. 
Amber very frankly declared was not 
enough time to spend in solicitations and 
work planning if an agent has aspirations 
to succeed in these days. 

Before closing the Berkshire vice-pres- 
ident scored the idle talk heard today 
about the stability of life insurance com- 
panies urging the agents to peruse close- 
ly a recent talk by M. Albert Linton, 
Provident Mutual president, now in 
booklet form, if they wanted to get a 
clear idea of present economic conditions 
and the strength of life insurance in this 
period. Mr. Amber is confident that in 
the May drive a new record will be made 
by the Wolfson agency. “Forget de- 
pression worries and go to work,” he rec- 
ommended. 

Three Years of Steady Gain 

The good news was then made known 
by General Agent Wolfson that the 
agency had closed its third year with a 
gain over 1930 which in turn was a gain 
over 1929. He stressed that this consist- 
ent rate of gain could not have been 
made withovt the steady application to 
work of his staff. The May testimonial, 
he said, calls for a minimum of ten ap- 
plications on a paid-for basis. Winners 


THE FORMULA 
of SUCCESS 


IFE INSURANCE can be explained in plain, everyday 
language. The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YoRK, with its long history of 
increasing success, offers opportunity. It writes Annuities and 
all standard forms of life insurance. Double Indemnity Benefits. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street 


DAVID F. HOUSTON 
President 


will not only be suitably awarded by spe- 
cial prizes but Mr. Wolfson announced 
that if the $1,000,000 were reached a Vic- 
tory dinner party would be the extra re- 
ward. The month of May is also known 
as Loyalty Month throughout the Berk- 
shire ranks in honor of its president, an 
added incentive, said Mr. Wolfson. 

Among the agents who spoke were 
Philip Stein, Rhodes Club president this 
year, who said he was stimulated by the 
idea of a testimonial to the producers 
themselves; Ben Bonder, who saw little 
or no difficulty in getting ten “apps”; 
Phoebe R. Marks, consistently a good 
producer; Milton Loeb, who said at least 
eight hours a day should be spent in 
field work; “Pop” Levy, more than thirty 
years an agent, who is still aiming at new 
records, and Mrs. Frances Raskin, one 
of the agency’s leaders, who has had a 
consecutive production for nearly fifty 
weeks and who sells on the basis that 
people still have money to spend regard- 
less of the depression. 

R. Rifkin, Bible House branch mana- 
ger, closed the meeting with inspirational 
remarks. 


LIFE CO. OF VA. APPOINTMENT 

The Life Insurance Co. of Virginia an- 
nounces the appointment of Malcolm H. 
Webb, Jr., as manager at El Paso, Tex. 
After an experience of several years in 
the banking business, Mr. Webb became 
associated with a well known mid-west- 
ern life company early in 1928, estab- 
lishing a record as a consistent leading 
producer. 





New York, N. Y. 


GEORGE K. SARGENT 
Vice-President 
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DEMONSTRATES VALUE 





Frank L. Jones Gives Graphic Compari- 
son of Various Types of Investment 
for Boston Association 

A particularly striking demonstration 
of the investment value of life insurance 
was given by Frank L. Jones, vice- 
president of the Equitable Society, in his 
recent address before the Boston Life 
Underwriters Association. Valliant W. 
Kenney, president of the Boston Asso- 
ciation, introduced the speaker. 

Mr. Jones made the demonstration by 
first holding up a $1,000 Liberty Bond 
and asked his audience where anyone to- 
day could get $1,000 for that bond. He 
then held up a municipal bond repre- 
senting a $1,000 investment and inquired 
as to where he could be fortunate enough 
to get $900 for it. Then he held up a 
corporation bond of $1,000 denomination 
and said that he would be lucky to get 
$500 for it. i 

The same demonstration was made on 
the basis of $1,000 placed in common 
stocks of the finest corporation in the 
country that are today worth about $300. 
Mr. Jones closed this demonstration by 
holding up to his audience a life insur- 
ance policy with the remark that on the 
inside cover of this policy there was a 
listing showing the cash values of the 
insurance, and he stressed particularly 
that these cash values had been unaf- 
fected in any way, shape or manner by 
current economic conditions. 
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Arthur Hunter Writes 
About Underweights 


MUCH DANGER OF TUBERCULOSIS 





Slimness of Chorus Girls and Leading 
Ladies in Theatrical Productions 
Gives Rise to Misgivings 





The dangers of overweight have for 
some time been occupying actuaries; a 
reminder of the opposite dangers of 
underweight was given last week by Ar- 
thur Hunter, vice-president and chief 
actuary of the New York Life. 

Mr. Hunter went to a musical com- 
edy recently and was struck by the slim- 
ness, if not thinness, of the girls in the 
chorus. Shortly afterward he attended 
a dramatic production in which the lead- 
ing lady seemed to him a skeleton, with 
the next in line another thin shadow. 
Struck by these facts he wrote a letter 
to the New York Times in which he 
said: 

Of course I am aware that artifice 
plays a large part in producing the illu- 
sion of slimness. While I realize that 
the point of view of a middle-aged man 
with regard to the present standards of 
beauty is hardly worthy of consideration, 
and that the plump figures of the stage 
a generation ago cause laughter among 
the youngsters of today, a danger to 
health lies in the present fad. 

As an actuary I deal with people in 
groups as well as an individuals. We 
cannot tell which individual will be af- 
fected by marked underweight, but we 
do know that on the whole it may have 
a serious effect on the population. It may 
be that the present generation, by a dif- 
ferent method of living, is more immune 
to certain diseases than my generation 
was, but in my judgment the present fad 
makes it distinctly more susceptible to 
tuberculosis of the lungs. The death- 
rate from that disease has rapidly de- 
creased in recent years, but it is still 
true that persons who are underweight 
are the most susceptible to tubercu- 
losis. 

Quotes Actuaries’ Report 

In 1913 a committee of the Actuarial 
Society of America and of the Associa- 
tion of Life Insurance Medical Directors 
published a volume based upon such a 
large mass of statistics that no questions 
could arise concerning the reliability of 
the results. The men and women in the 
investigation into the effect of weight on 
mortality had all been accepted as nor- 
mal risks by the insurance companies. 
Among women the death-rate from tu- 
berculosis of the lungs was about twice 
as high at the young as at the middle 
ages. 

A subdivision by weight was made 
among men and not among women, but 
the same general conclusion would un- 
doubtedly apply to both sexes. It was 
found that those who were twenty-five 
or more pounds under the average 
weight had at least twice as high a mor- 
tality from tuberculosis as those who 
were of average weight or somewhat 
above it. The death-rate from tubercu- 
losis among those markedly overweight 
was almost negligible. It may also be 
stated that the most favorable mortality 
from all causes among young persons was 
among those slightly above the average 
weight, and that the mortality was dis- 
tinctly high among those who were 
markedly underweight. There are, of 
course, certain advantages of being un- 
derweight, but not at the younger ages. 

Family Records Count 

Among persons distinctly under the 
average weight with a family record of 
tuberculosis the matter of underweight 
is still more serious. In another volume 
of the same investigation, where 320,000 
cases were studied, a very high death- 
rate was shown at the younger ages at 
entry among persons underweight. Over 
one-half of the total deaths among these 
young folks were from tuberculosis. 

More recent statistics than those of 1913 
have been prepared and will shortly be 
published. They indicate for 350,000 
cases the same general trend of a high 
death-rate from Saetaes of the lungs 

















WILLIAM J. GRAHAM 


In his capacity as president of the 
American Management Association 
William J. Graham, vice-president of 
the Equitable Society, was kept busy 
this week. The association’s annual 
spring convention opened Monday at 
the Hotel Pennsylvania in New York 
City and will close today. Mr. Gra- 
ham was re-elected president of the 
organization. 

The general theme of the conven- 
tion is built around the idea of gen-’ 
eral management for changing condi- 
tions. Special features of the pro- 
gram were the public relations con- 
ference, the financial conference and 
the insurance conference, two full 
days being given over to the last- 
named. 

Mr. Graham presided at the lunch- 
eon of the financial conference on 
Wednesday, and also substituted for 
absentees as chairman at other ses- 
sions during the week. As is the 
policy of the American Management 
Association, men from outside the 
business took charge of the insurance 
sessions. 


REVIEW JOURNALS IN MEETINGS 

One of the features of the weekly 
meetings of the Phillip D. Cunningham 
Agency of the Mutual Life in New York 
City is a review by one of the agents of 
articles in the insurance trade journals. 
This idea was suggested by William F. 
Chamberlin several weeks ago and it has 
met with wide approval. Mr. Chamber- 
lin at that time also strongly urged the 
agents to subscribe to at least one in- 
surance periodical. 








among lightweight young_ persons, 
whether with or without a family history 
of tuberculosis. A weight slightly above 
the average is apparently an offset to a 
family record.of tuberculosis. 

The effect of underweight is obscured 
by the general reduction in the death- 
rate from tuberculosis from year to year 
due to more scientific treatment of the 
scourge and a better knowledge with re- 
gard to prevention. Were it not for the 
fad of youthful slimness, there is little 
doubt that the rate of ‘mortality from 
tuberculosis would be even lower than 
it is. 

Some Are Naturally Thin 

It should not be assumed that I am 
advising young men and women to con- 
form to a certain type of build. It may 
be that you are an individual type which 
is the result of a racial or family inheri- 
tance. Accordingly, it may be unwise to 
attempt to increase or decrease your nat- 
ural weight. Striving to become slim, 
however, in order to conform to a pass- 
ing fashion may result in a higher death- 
rate among the mass of people so in- 
fluenced. 
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Public Still Unaware 

Of Investment Value 
HASN’T LEARNED LESSON YET 
Travelers’ Official Says People Still 


Think of Life Insurance in Death 
Insurance Terms 








The great majority of the public 
doesn’t yet know that life insurance is 
an investment despite the events of the 
past two and a half years, says Gordon 
V. Kuehner, superintendent of agencies, 
Travelers, writing in Travelers Protec- 
tion. He points out that it is easy for 
life insurance men, who hear so much 
about the investment value of insurance, 
to overestimate the public’s knowledge 
in this regard. 

“You hear a lot today about how 
events of the past two and a half years 
taught the public the value of invest- 
ment life insurance,” says Mr. Kuehner. 
“About how life insurance has become 
the most popular investment. Anyone 
making such a statement is. in my opin- 
ion, overestimating the public’s knowl- 
edge of life insurance. It is an easy 
mistake for anyone in the insurance 
business to make. We know life insur- 
ance and we know what a splendid in- 
vestment it is. We know how well it 
has stood the gruelling test of the past 
two and a half years. But the great ma- 
jority of the public doesn’t even know 
that life insurance is an investment. 
They still think of life insurance as death 
insurance—as an expense for the benefit 
of someone else instead of a safe and 
convenient way of saving money for 
their own future use. 

“Don’t get me wrong. I’m not saying 
that events of the past two and a half 
years have not made it easier to sell in- 
vestment life insurance. They have 
made it easier to sell it; but they have 


not taught the public to come in and 
buy it. 
Public’s Uncertainty 

“Men have learned a lot since the fall 
of 1929. They know now what they 
don’t want, even if they have not yet 
been shown what they do want. They 
don’t want any more of these so-called 
investments which were worth $250 yes- 
terday and $38 today. They are very 
sure of that. But they haven’t yet dis- 
covered what they do want. They are 
groping around in a fog of uncertainty, 
reaching out blindly for something firm 
and secure, on which they can rebuild 
their shattered sense of future security 

“Few of them know that life insurance 
offers this. The stock market crash and 
the subsequent deflation of many so- 
called investment values have not sold 
the public on investment life insurance. 
They have not done the agent’s work for 
him. What they have done is to unsell 
the public on most of the competitors to 
investment life insurance, and left the 
public blindly groping for the very quali- 
ties which these investment life policie- 
offer.” 

Mr. Kuehner offered two suggestions 
to help improve this situation. “First,” 
he said, “forget the life insurance side of 
the contract when presenting investment 
plans; and second, get your prospect te 

gauge his retirement income from the 
angle of a man aged fifty-five, sixty or 
sixty-five, instead of thirty-five, forty ~~ 
forty- five. Paint for your prospect a 
picture of a snug and comfortable little 
home, where he can do what he has long 
wanted to do when he reaches the end 
of his working years—and show him that 
here is a plan which guarantees ist 
that.” 


HONORING J. W. STEVENS 
The annual production drive of the 
Illinois Life in honor of the company ’s 
founder, James W. Stevens, is being con- 
ducted this month. 
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Digest of Several Recent 
Life Insurance Decisions 


A number of life insurance decisions 
have recently been rendered in various 
courts throughout the country, among 
the most interesting being the following: 

False Medical Statement 

An insured’s false statement in an ap- 
plication for reinstatement of a life pol- 
icy that she had not consulted a physi- 
cian, although she had been attended for 
miscarriage which resulted in an_infec- 
tion causing her death six weeks after 
was held to void the policy in the case 
of Schrader v. John Hancock. It was 
held by the New York Appellate Divi- 
sion that a material false statement in 
an application for reinstatement will as 
effectually void a policy of insurance as 
a similar statement in the original ap- 
plication itself. An insurer is entitled to 
be informed as to whether an applicant 
for insurance has consulted a physician 
with respect to a trouble of so serious 
a character, and more particularly where 
the evidence shows that the miscarriage 
resulted in death so soon following the 
reinstatement of the policy. 

Carbolic Acid Case 

The Supreme Court of Appeals of Vir- 
ginia recently reversed a judgment for 
plaintiff in the circuit court of Albemarle 
County, Virginia, in an action on two 
life policies, defended on the ground that 
the insured committed suicide by inten- 
tionally drinking carbolic acid. The case 
was that of the Mutual Insurance Co. 
of Richmond v. Marshall. 

The insured was seen to drink the 
poison. The question was: Was the act 
committed with suicidal intent? The 
only scintilla of evidence tending to show 
that the drinking was accidental was 
the insured’s dying expression: “What 
did I drink? I don’t want to die and 
leave my little boy.” The court took 
judicial notice of the fact that carbolic 
acid has a strong pungent odor, and pro- 
duces excruciating pain when applied ex- 
ternally or taken internally, and said that 
it.was inconceivable, therefore, that one 
could consume nearly two ounces of the 
acid by accident. The judgment for the 
beneficiary was reversed, the jury’s ver- 
dict set aside, and final judgment entered 
in favor of the insurance companies. 
Time Question on Policy Reinstatement 

A decision was recently handed down 
regarding what is reasonable time for 
acting on an application for reinstate- 
ment in the case of Rocky Mount Sav- 
ings & Trust Co. v. Aetna Life in the 
North Carolina Supreme Court. This 
was an action on a life policy in which 
the question involved was whether the 
insurance company failed to act within 
a reasonable time when the insured’s ap- 
plication for reinstatement was filed, so 
as to waive the forfeiture of the policy 
by lapse. 

The right of reinstatement prescribed 


by the policy, the court said, is a sub- 
stantial property right. The insurance 
company had the right to pass upon the 
question of insurability and the evidence 
thereof submitted by the insured. This 
power of the insurer to pass upon the 
insured’s right imposed a legal duty and 
obligation which the company could not 
arbitrarily determine or disregard by 
failure to act for an indefinite and un- 
reasonable time. 

The court held that the evidence 
showed that the company acted promptly 
in disposing of the application. 

This evidence was as follows: On No- 
vember 8, 1927, the insured signed an 
application for reinstatement to the effect 
that he was in good health as far as he 
knew, signed the extension agreement, 
and drew a check payable to the com- 
pany for the agreed on part payment of 
the premium, leaving all these papers 
with the local agent. On November 10 
the general agent acknowledged receipt 
of these papers, and forwarded the ap- 
plication to the home office, where it was 
received on November 18. 

On November 21 the home office re- 
ferred the application to the medical de- 
partment. On November 22 the home 
office notified the general agent that a 
complete medical examination was neces- 
sary. On November 26 the general agent 
wrote the local agent requesting him to 
notify the insured of this. Receiving no 
response, he again wrote the local agent 
on November 21, inquiring when the 
medical examination of the insured 
would be available. In reply the local 
agent wrote that the insured was sick in 
bed. On December 24 the general agent 
advised the home office of this. The in- 
sured died on December 27, 1927. Judg- 
ment for plaintiff (the administrators of 
insured) was reversed and a new trial 
ordered. 

False Representations 

The Federal District Court for south- 
ern Texas, in the case of Peoria Life 
v. Heanelt, held that: 

Where an insurance solicitor, over- 
eager to write a policy, procures an ex- 
amination which discloses the presence 
of very serious conditions, and thereaf- 
ter switches the application to another 
company, and another examiner, without 
advising the new company of the adverse 
report, although that company’s exam- 
iner knew of the previous adverse re- 
port, the company is not prevented from 
maintaining an action for cancellation 
for false representations. 

False answers to questions as _ to 
whether the applicant had symptoms of 


or had been treated for high blood pres-. 


sure, or disease of the heart, were held 
material, where the true facts were not 
communicated to or known by any rep- 
resentative of the company. 





NEW ATLANTIC LIFE POLICY 
_ Atlantic Life is putting out a new pol- 
icy which it calls the first of a series of 
retirement income endowment contracts, 
this one providing an income commenc- 
ing at age 65. 

lhe fundamental principle of the con- 
tract is to provide a monthly income in 
multiples of $10, commencing at age 65 
and continuing for life, with 120 monthly 
Payments guaranteed. During the pe- 
riod of insurance prior to age 65, the 
insured is protected in the amount of 
$1,000 for each $10 of income with the 
further provision that when the cash 
value exceeds the amount of $1,000 the 
cash value is paid in the event of death. 
Provision for waiver of premiums in the 
event of total disability may be included 
m the contract for those eligible. 


DR. L. K. FRANKEL’S ESTATE 

The estate of Dr. Lee K. Frankel, sec- 
ond vice-president of the Metropolitan 
Life, who died July 25,.1931, has been ap- 
Praised at $165,310 gross and $123,124 
net. Mrs. Alice B. Frankel, his widow, 
received the entire net estate. 





TO HONOR U. S. BRANDT 

As a tribute to U. S. Brandt, the new 
president of the Ohio State Life of Co- 
lumbus, members of the field force will 
conduct in May and June a production 
drive. The campaign will be under the 
direction of Managers George Hayden 
of Newark; L. A. High of Columbus; E. 
G. Siefert, Marion, and D. F. Shafer of 
Mansfield. 





PROVIDENT MUTUAL PLAY 


The annual dramatic presentation of 
the Field Club of the Provident Mutual 
Life is being given tonight at the com- 
pany’s home office in Philadelphia. The 
cast this year is composed of many of 
the stars of former performances. They 
are acting “It Won’t Be Long Now,” a 
farce in three acts by Milton Herbert 
Gropper. 





Steve A. Noble, Jr., has rejoined the 
Texas field force of Northwestern Na- 
tional Life of Minneapolis as district 
manager for Fort Worth. and west 
Texas after an absence of four years. 





PITTSFIELD, MASS. 3 : 





FUND — O — MENTALS 


AN UP-TO-THE-MINUTE TRAINING COURSE, JUST OFF THE PRESS 
FOR BERKSHIRE LIFE MEN 

GENERAL AGENTS OF THE COMPANY ARE VERY ENTHUSIASTIC 
OVER THIS NEW COURSE 

PROPER TRAINING AND EDUCATION WAS NEVER AS NECESSARY 

THIS IS ANOTHER STEP IN BERKSHIRE PROGRESS TOWARD THE 

SUCCESS OF THE COMPANY’S FIVE YEAR PROGRAMME 
BERKSHIRE LIFE INSURANCE COMPANY 
INCORPORATED 1851 


FRED H. RHODES, President 








Breakfast Meeting Held 
By Engelsman Agency 

LAUNCH POLICYHOLDERS’ DRIVE 

Make Plans to Use Fenn Mutual Sales 


Helps; Hear J. A. Stevenson and J. H. 
Jeffries in Inspirational Talks 





An inspirational breakfast meeting on 
Monday of the Ralph G. Engelsman 
agency, held in the Empire State Club, 
New York, with nearly 100% attendance, 
started off in fine style this agency’s par- 
ticipation in the Penn Mutual’s annual 
policyholders’ months of May and June. 
The gloom of the depression was strik- 
ingly absent in the opening talk by Gen- 
eral Agent Engelsman as he pointed out 
that the agency closed April with $701,000 
paid-for volume and is 10% ahead so far 
this year; that he had set his agency’s 
goal at $3,000,000 paid-for in these two 
months, admittedly a high mark at which 
to shoot, but within reach if the agents 
would conscientiously contact all their 
policyholders and intelligently stress the 
value of life insurance today. 

In keeping with the theme of the meet- 
ing John A. Stevenson, Penn Mutual 
vice-president, and J. Howard Jeffries, 
agency secretary, guests of the agency, 
impressed upon those present how life 
insurance is serving in the present eco- 
nomic emergency. The agents were told 
that now was no time to assume a Pol- 
lyanna attitude of optimism, rather a 
“fighting face” attitude. Furthermore, 
that policyholders should be told how 
life insurance dollars have proven them- 
selves “emergency dollars.” 

Jeffries on Human Relationships 

Mr. Jeffries’ talk, emotionally directed 
at the human relationship between the 
company and its policyholders, featured 
the- thought that unless a man builds up 
an insurance estate to take care of his 
obligations, both family and business, he 
is really in the “debtor” or “bankrupt” 
class if such needs are neglected. His 
slant on the depression, a subject he tries 
not to talk about, is its analogy to a 
man who has a nervous breakdown and 
the fear element is uppermost in his 
mind. The cure in Mr. Jeffries’ opinion 
is to resolve that “I am going to perform 
every single action this day and all days 
objectively and positively.” 

Stevenson’s Message 

Introduced as the “most sought out 
speaker at life insurance affairs in Amer- 
ica,” Mr. Stevenson centered his message 
on “How Safe is Life Insurance,” and in 
so doing he made reference to the widely 
read address of William A, Law, given at 
the Life Presidents’ meeting in Decem- 
ber and later over the radio. The fact 
that life insurance has gone through 
nineteen depressions is proof enough in 
Mr. Stevenson’s mind that the business 
will pass through this one. As selling 
ammunition he suggested that the agents 
start a scrap book of newspaper head- 
lines about bank failures, passing of 
dividends and similar events so that at a 
later date these will help impress people 
with the stability of life insurance. Here 
are some of the favorable aspects of the 
present situation which he mentioned: 

1. Life insurance is the “preferred 
issue” of the country. 2. Mortgage loans 
of Penn Mutual held to be good because 
of amortization principle. 3. Diversifi- 
cation of life insurance investments. 4. 











On WHOM— 
Can I Call Today? 


If you have a dignified appearance, a 
likeable personality, a good education 
and know insurance—then LEADS 
will help you pay for business. 


Not only leads, but also appointments 
with important executives will be fur- 
nished to two men who meet these 
qualifications. 


Apply by letter only. 


State present connections, amount of 
paid for business 1931-1930. 
will be treated in strict confidence. 


Replies 
No 


advances or drawing accounts. 


J. AUGUST 


c/o Prudential Insurance Co. 
of America 
729 Chrysler Bldg., N. Y. C. 











Funds managed by experts in company 
financial departments who, as a class, 
have as much ability in selecting prime 
securities as any other similar group. 5. 
Principle of “forced income” whereby a 
steady flow of money is received daily by 
a life insurance company enabling it to 
discharge its obligations without digging 
into reserves. 6. Principle of reserves: 
the setting of a specific sum aside for 
each policy sold. 7. Traditional policy 
of safety in the business. 8. Principle 
of holding investments until maturity at 
which time the amount paid is returned 
in full if investment is bought at par. 
Lastly, the “margin of safety” feature. 


Mapping Out the Program 


Centering his attention on the appeal 
of the company’s Policyholders’ Months 
Mr. Stevenson thought that agents should 
not overlook such events as Boys’ Week, 
and Mother’s Day this month; that the 
appeal of Father and Son insurance was 
all the stronger for such events. The 
Penn Mutual this time is offering non- 
medical insurance up to $10,000 and giv- 
ing free direct mail assistance to agents. 
The Engelsman agency in carrying out 
this program has the following objec- 
tives: 

Follow up all direct mail; see every 
policyholder on non-medical; each agent 
review his own insurance; plan each 
day’s work the night before; keep an 
accurate account of daily progress; ar- 
rive at office by 9 a. m. and out by 9:30; 
set definite goal in production for. the 
next two months. 
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AGENTS’ QUALIFICATIONS 

Insurance Superintendent George S. 
Van Schaick of New York believes that 
the operations of the new agent’s quali- 
fication law, which becomes effective in 
this state on July 1, will bring into the 
producing end of the fire and casualty 
business a much higher grade of com- 
pany representative. As this law does 
not affect agents licensed prior to July 
1, 1932, except in cases where special 
examinations may be deemed essential, 
the Superintendent expresses the view 
that the agents now operating will be 
subjected to strong but healthy competi- 
tion by the newcomers who are approved 
by the State Insurance Department. 

Addressing the members of the Sub- 
urban New York Field Club on Monday 
Superintendent Van Schaick asked the 
fieldmen to urge their local agents to bet- 
ter their own knowledge of the business 
if they are already not well equipped as 
insurance experts, so that they will be 
able to meet the new competition to 
come. The New York Insurance Depart- 
ment is seeking to elevate the standards 
of the agency forces to the best levels 
possible and is confident that the quali- 
fication law will be of material assist- 
ance. In formulating the examinations 
which applicants for agent’s licenses will 
be required to pass the Department has 
in mind not only to demand competence 
but is so far as possible trustworthiness 
and other elements of sound character. 





STATUS OF REINSTATEMENTS 

Suits involving the validity of rein- 
stated life insurance policies are of such 
frequent occurrences that the law has 
become well established on the points 
usually at issue. The situation that fre- 
quently exists is that the insured per- 
mits his insurance to lapse then some 
time later a change in his physical con- 
dition causes him to seek a reinstate- 
ment of the insurance. A recent case 
brings out most of the points usually 
involved. 

The policy contained the provision that 
the insured might apply for reinstate- 
ment upon evidence of insurability sat- 
isfactory to the company and payment 
of all overdue premiums. The insured 
signed the usual statement certifying that 
he was in good health. No exceptions 
were noted. The trial educed evidence 
that he had been in the care of a phy- 
sician. 

Here are some of the points of law in 
the opinion in this case which have come 
to be established as controlling in the 
absence of special conditions or situa- 
tions: 

It clearly appears from the evidence in 


the case that the insured had consulted 
with a physician previous to the appli- 
cation for reinstatement of the policy. 
Indeed, such a consultation had taken 
place within a month before the appli- 
cation was made. The recent cases on 
the subject clearly hold that the insured 
must answer truthfully any question con- 
cerning his consultation with a physician. 
If the statement of the insured in that 
respect is false the courts regard it as 
material to the risk and sufficient to in- 
validate the policy. It makes little dif- 
ference whether the statements of the 
insured in his application for reinstate- 
ment with respect to the particulars de- 
manded be regarded as warranties or 
merely representations. They are war- 
ranties if they are fraudulently made. 

If there is no fraud, and even if the 
representations are innocently made, 
their falsity will invalidate the policy, 
provided they are shown to be material 
to the risk. 

There is no force or merit in the con- 
tention of the plaintiff that because the 
insured disclosed his physical condition 
in his original application for the policy 
of insurance the defendant was not de- 
ceived as to the exact state of the health 
of the insured when he submitted his 
certificate for reinstatement. The action 
is on the policy as reinstated and not 
on the policy as originally issued. 

The insurer accepted the certificate of 
the insured and relied upon the truth of 
its statements in lieu of a physical ex- 
amination. The policy having lapsed, the 
insured was not entitled to its reinstate- 
ment unless satisfactory evidence was 
furnished to the company as to his in- 
surability. The company had the right 
to know the condition of his health sub- 
sequent to the date of the issuance of 
the policy and thereby determine wheth- 
er the policy should be reinstated. 





c. C. SCHMELZ PROMOTED 





Made Vice-President of Stuyvesant; Has 
Been With Frelinghuysen Group 
For Nearly 15 Years 


C. C. Schmelz, assistant secretary of 
the Stuyvesant for the last four years, 
was last week promoted to the post of 
vice-president. He joined the company 
on July 1, 1917, as assistant cashier and 
three years later became office man- 
ager of the J. S. Frelinghuysen Agency. 
He became assistant secretary of the 
Stuyvesant in 1928. 

Mr. Schmelz is also assistant secre- 
tary of the American Home Fire and the 
American Constitution Fire; secretary 
and treasurer of the Golden Hill Build- 
ing Corporation, and secretary of the 
J. S. Frelinghuysen General Agency, Inc. 





BERLIN AUTO INJURIES 
Berlin automobile accidents in 1932 in- 
jured 8,201 persons. Of these 4,522 were 
drivers, 3,899 were passengers and 1,629 
were pedestrians. 





Miss Sophia W. Bliven, manager of 
the women’s unit of the John A. Steven- 
son Agency of the Penn Mutual in Phil- 
adelphia, has been appointed chairman of 
insurance in the Pennsylvania Federation 
of Women’s Clubs. 


The Human Side of Insurance 





EVERETT W. NOURSE 





ARTHUR HUNTER 





Everett W. Nourse, United States 
manager of the London Assurance and 
president of the Manhattan Fire & Ma- 
rine, attended the meeting of the South- 


eastern Underwriters Association at 
Pinehurst. He went to Pinehurst by 
automobile. After the meeting he will 


visit agencies in Richmond and Wash- 
ington. 
* * * 

Alfred M. Waldron, one of the lead- 
ing fire insurance agents of Philadel- 
phia, was last week elected to Congress 
from the third district of that city by 
the overwhelming vote of 47,744 to 3,425 
for his opponent. Mr. Waldron is like- 
wise an important political figure and the 
huge vote for him was a tribute to his 
personality and popularity. He has for 
years represented as general agent the 
Michigan Fire & Marine and the Con- 
tinental Casualty. In his office also are 
the Bankers & Merchants Fire, Eagle, 
Star & British Dominions, American 
Equitable, Merchants, Illinois Fire, 
North British & Mercantile, Alliance, 
American Merchant Marine and the 
Western Fire. For life lines he has the 
Continental Assurance and for marine 
the Indemnity Mutual Marine. 

* * * 


A. C. Deisseroth of Syracuse, N. Y., 
for twelve years associated with the 
agency of C. O. Richards & Son, Inc., 
has now opened his own agency there in 
the University Building. With him is 
W. J. Richards. Mr. Deisseroth has 
been very active for years in the New 
York State Association of Local Agents, 
Inc. He has successfully handled annual 
convention arrangements at Syracuse on 
numerous occasions and has charge this 
year of the fiftieth annual meeting. Be- 
sides he managed the membership cam- 
paign which was put across in good fash- 
ion last year. 

a. 

Edward D. Duffield, president of the 
Prudential and John R. Hardin, presi- 
dent of the Mutual Benefit Life, are 
members of a committee which will ten- 
der a dinner to Robert H. McCarter, 
prominent lawyer of Newark, at the 
Waldorf-Astoria Hotel in New York 
City on Saturday, May 21. 


John H. Rees, publicity director, Colo- 
nial Life of Jersey City, is to be one of 
the speakers at the life insurance group 
meeting during the Pennsylvania Insur- 
ance Days gathering, May 25-26, at 
Pottsville, Pa. His topic will be “The 
Cart Before the Horse." 


Horace H. Munson, well known local 
agent of Richmond, Va., and Miss Mar- 
tha Anderson Oppenhimer of that city 
were married April 30. 


Arthur Hunter, vice-president and 
chief actuary of the New York Life, has 
been appointed president of the Mont- 
clair, N. J.. Art Museum. He has been 
a director of the museum for five years. 
The institution has many valuable paint- 
ings and sculptures, and recently a new 
wing on American Indian art was added 
by a gift. The cost of the new wing was 
$125,000. Classes both of children and 
adults are held at the museum. Mr. 
Hunter is prominent in the affairs of 
Montclair. He is on the budget com- 
mittee of the local community chest, 
chairman of the finance committee and 
senior trustee of the Montclair Unitarian 
Church, and active in the Citizens 
League, a non-partisan political organi- 
zation. The Unitarian Church is impor- 
tant in the life of Montclair, holding mu- 
sical concerts with such artists as Fritz 
Kreisler, travel lectures with such men 
as William Beebe, and science lectures 
with such experimenters as Dr. Irving 
Langmuir. 

x * * 


Dr. Milton Board, of Louisville, Demo- 
cratic politician, has been appointed by 
J. Dan Talbott, state auditor, to the post 
of Deputy Insurance Commissioner, in 
charge of the insurance securities offices 
at Louisville, effective May 1. The 
branch securities department in Louis- 
ville was established about two years 
ago to aid Louisville insurance compa- 
nies in taking down and putting up re- 
serve, it having previously been neces- 
sary to make many trips to Frankfort, 
while there was also fear expressed that 
the securities were not safe in old style, 
poorly guarded safes in the State De- 
partment at Frankfort. At Louisville 
the securities are carried in strong vaults 
of large banks. 


* * * 


William H. Harrison, vice-president 
and superintendent of agencies for the 
Atlantic Life, Richmond, who recently 
completed a field trip including visits to 
agencies in the middle West, was on 4 
tour of the South this week, visiting 
agencies at Savannah, Jacksonville, At- 
lanta and Birmingham. He is pointing 
out to the field men that the essential 
thing to do in 1932 is to make a planned 
program which includes a specified num- 
ber of calls and the effort to increase 
the percentage of interviews. He also 
stresses the importance of adequate pros- 
pecting and the necessity of having 4 
definite sales presentation to use in. the 
presence of the buyer. 


a ae 
Hawley T. Chester, marine under- 


writer for Chubb & Son, is now 1 
Europe. 
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Bond Amortization 
It would not be surprising if the valu- 
ations committee of the National Con- 
vention of Insurance Commissioners 
gives official approval to bond amortiza- 
tion for fire and casualty companies at 
its June 22 meeting in Chicago. 
* * & 


Interpreting World Affairs 


For those who seek an interpretive 
background for the international events 
which have crowded the depression pe- 
riod, events of the character which alter 
the course of history. I recommend read- 
ing the volume, “The United States in 
World Affairs,” written by Walter Lipp- 
mann, brilliant New York Herald Trib- 
une writer, in collaboration with William 
O. Scroggs, economist. This book, pub- 
lished by Harpers, is one of a series pre- 
pared for the Council on Foreign Rela- 
tions. Its primary object is to bridge 
the gap between the past as recorded and 
interpreted by historians and the present 
as recorded and interpreted in newspa- 
pers, official documents and other imme- 
diately available accounts. 

The period specifically reviewed is 1931 

although the authors go into detail on 
the evolution of American opinion prior 
to December, 1930, when the depression 
was regarded as a temporary and isolat- 
ed phenomenon. Not only is the decline 
in production, prices and international 
trade of the first half of 1931 adequately 
interpreted but the authors tell how the 
widening area of deflation led to national 
crises out of which arose international 
problems. 
_ One of the most illuminating chapters 
in the volume is the one which tells 
about the conditions leading up to the 
moratorium. It is explained how the 
problem of the war debts and repara- 
tions rested upon the problem of creating 
the German capacity to pay; how it was 
realized by international leaders that, 
short of an expansion of the German 
export trade so gigantic as to ruin the 
other exporting nations, Germany did 
not out of her own resources have the 
capacity to pay the sums demanded of 
er, 

Thus, it is pointed out, the alternatives 
were to reduce the claims radically or 
to lend Germany the money to meet 
them. Since radical reduction was po- 
litically impracticable the course adopted 
was to encourage German borrowing on 
a great scale. But instead of war debts 
and reparations being settled on a work- 
able basis by this plan they were being 
Supported by an increasingly dizzy struc- 
ture of private debt, a structure which 
could stand only as long as it was raised 
higher and higher. The situation was 
in this critical state of affairs when, in 
June, 1931, President Hoover took the 
Initiative of declaring the moratorium. 

Fast Moving Events 

Said Mr. Lippmann: “The plan was 
formulated in the President’s mind be- 
tween June 2 and 5 when he discussed 
it with Secretary Stimson and Secretary 
Mellon. On June 8. the President laid 


the plan before the Cabinet. The fol- 
lowing day Secretary Mellon sailed for 
England on what was to have been his 

















holiday. He was, however, directed to 
report to the President on conditions 
after his arrival in Europe, and in the 
interim the President worked on the 
details of the plan, and upon the effort 
to obtain legislative support in Congress. 

“On June 13 Secretary Stimson and 
Mr. Ogden L. Mills, then acting Secre- 
tary of the Treasury, conferred with Mr. 
Owen D. Young, George L. Harrison, 
governor of the Federal Reserve Bank 
of New York, and with S. Parker Gilbert, 
former Agent General for Reparations 
Payments, then a partner in J. P. Mor- 
gan & Co. Two or three days later the 
President made a brief trip to Indian- 
apolis to deliver a speech to a meeting 
of Republican editors. He made no ref- 
erence to the plan in his speech but took 
occasion, while he was traveling, to con- 
sider the matter further and to sound 
out sentiment. 

“The President returned to Washing- 
ton on June 18 and immediately began a 
series of conferences with Republican 
and Democratic leaders in Congress for 
the purpose of obtaining their support. 
June 18 was a Thursday. On Friday the 
crisis in Germany became desperately 
acute. At the same time the careful se- 
crecy which had surrounded the plan be- 
gan to break down. Rumors were cir- 
culated of an impending action by the 
government. . . .” 

In this fashion Mr. Lippmann works up 
to the climax of the situation, how, on 
Saturday morning, the panic among 
German creditors became so violent that 
it seemed probable that German banks 
would not be able to reopen and con- 
tinue payments on the following Mon- 
day; how the pressure for action be- 
came so overwhelming that the Pfesi- 
dent at 6 P. M. Saturday afternoon, June 
20, made public his proposal for a one- 
year postponement of all payments on 
inter-governmental debts. 

e eo 


A Country Without Insurance Laws 
Argentina has no organic law regulat- 
ing insurance. The code of commerce 
applies to the insurance contract. All 
efforts to enact laws regulating insurance 
have so far been without success. Sta- 
tistics are compiled from tax returns. 
* * * 
Home Insurance Building First 
Skyscraper 

For many years there has been dis- 
pute among architects as to whether or 
not the old Home Insurance Co. building 
in Chicago was the father of all sky- 
scrapers, that is, whether or not it was 
the first all-steel framed building. The 
old building has recently been torn down, 
and a committee of architects appointed 
to investigate the structure has reported 
that it was definitely a steel frame build- 
ing and the first of all the skyscrapers. 

The Home’s building was erected in 
1885, and originally consisted of ten sto- 
ries, two more being added later. It was 
designed by Major William LeBarron 
Jenney. 

In figuring out whether or not the 
Home Building was entitled to recogni- 
tion the committee appointed by the 
Marshall Field Estate, which is erecting 


the new forty-two story Field Building 
on the site, made many interesting tests. 
It was necessary to prove that the steel 
was supporting the building without the 
aid of masonry. One of the tests was 
to cut through the bricks surrounding 
a steel pillar and let the bricks hang 
suspended from the upper girders. 

The upright columns of the building 
were not like the uprights of today, but 
were single story pieces of cast iron, 
with notches at the top into which the 
cross girders fit. 

The Home sold the building years ago, 
but it is still well known to many fire 
insurance men. 

* * & 


Young Stevenson’s Incentive to Save 


Putting into practice what he preaches 
John A. Stevenson, vice-president, Penn 
Mutual Life, has started his ten-year-old 
son on a life insurance program. Even 
though it’s hard for the boy to hand over 
his nickels, dimes and quarters, says Mr. 
Stevenson, he knows it marks the be- 
ginning of his own estate. 

* * * 


And They Fired the Efficiency Expert 


Several years ago a fire insurance com- 
pany secured the services of an efficiency 
expert to revise the office detail. One of 
his first acts was to order all incoming 
mail to pass over his desk for perusal 
before distribution to the various depart- 
ments. 

Shortly thereafter complaints of miss- 
ing correspondence, loss papers, appoint- 
ment blanks, checks, etc., began to de- 
velop and the office routine became sad- 
ly disorganized. About this time an ex- 
ecutive was visiting some of the field 
men and was told by one of them how 
after a number of visits to a town where 
the company was not represented he had 
secured as agent the cashier of the local 
bank who also operated the largest 
agency in the town. 

The field man reported sending the 
proper papers to the home office but the 
appointment was never completed. Asked 
if he had followed up the failure to get 
some word the field man said he had 
done so twice but getting no results he 
had allowed the whole appointment to 
drop. . 

Similar complaints of unanswered let- 
ters, etc., came to the executive’s atten- 
tion during the trip and upon his return 
he consulted with his associates and it 
was decided to examine the efficiency 
expert’s work. During the latter’s ab- 
sence his desk was forced open and all 
the missing papers were located therein. 
The expert quickly lost his job. 

The missing agency appointment came 
to light and the field man was requested 
to visit the town again and explain con- 
ditions in the hope of holding the new 
connection. Upon his visit he saw a 
crowd of people gathered in front of the 
bank and was told that it had failed and 
that the cashier had left for parts un- 
known. He was heavily in debt to every- 
one including the companies he repre- 
sented as insurance agent. 

* * * 


The Sales Talk That Failed 


An agent who for years had placed a 
reporting cover contract insuring stock 
in warehouses throughout the country 
called upon his client recently regarding 
a renewal of this contract. The assured 
remarked : 

“Mr. Blank (a rival agent) called the 
other day and solicited my business, stat- 
ing that your form did not give me com- 
plete coverage and that he had prepared 
one that was superior in every way.” 

“Did he give you a copy of the form?” 
asked the agent who was seeking the re- 
newal. 

“Yes; here it is and it looks very good 
to me,” replied the assured. 

“It is,” said the agent. “It is the new 
Interstate Underwriters Board form that 
most companies are now using. Here is 
the copy I have prepared for your re- 
newal.” . 

“Then Mr. Blank did not prepare this 
form for me especially as he told me,” 
the assured stated. “You had better re- 
new your insurance as usual.” 


Checking Applicants For Agencies 


_ Some years ago an executive of a fire 
insurance company suggested to his as- 
sociates the advisability of checking all 
applications for agencies through the loss 
information file of the National Board of 
Fire Underwriters. His idea received 
little support and it required much ar- 
gument before it was finally adopted. 

Several months later an appointment, 
highly recommended by a field man, 
when checked showed that the applicant 
had been convicted of arson and served 
four years in prison in an adjoining state. 
After his release he entered the insur- 
ance business and represented several 
prominent companies. The value of the 
check service was never disputed in this 
company after that. 

. ee -« 


Factors in Automobile Underwriting 

The other day I asked an underwriter 
why he had turned down a certain broker 
who was offering automobile fire and 
theft insurance on a high-priced car. 
Here are his replies which show that 
“underwriting” is still practiced: (1) the 
owner lived in a section of the city where 
many of his type are engaged in doubt- 
ful occupations; (2) this particular party 
might be a good moral risk but was ex- 
posed to serious hazards from his neigh- 
bors; (3) the premium involved was so 
small that the expense of a personal in- 
spection or a credit report was not jus- 
tified and yet the company did not feel 
justified in issuing the policy with a re- 
port; (4) the broker offering the busi- 
ness was closely connected with another 
underwriting office and would hardly, in 
the opinion of the underwriter I was 
talking to, offer the coverage unless it 
had been declined before. 

* * * 


Collection Experiences 
“Hello, old man,” was a fieldman’s 
greeting to a local agent upon entering 
his office. “Your ‘helloing’ is just one 
hour too late,” was the reply. “Jones 
was here and got all the money I had.” 
* * * 


A Sure Proof of Loss 

Some three decades ago a special agent 
was driving along a country road in Con- 
necticut when, looking ahead, he saw 
several men evidently engaged in a heat- 
ed discussion. He asked the driver to 
stop when they were abreast of the 
group as the special agent recognized one 
of the men. He was the late James 
W. Shirley, who was then traveling the 
New England territory for the American 
of Newark. , 

Mr. Shirley was discussing a claim 
with an honest but somewhat illiterate 
Irishman. The former was trying to con- 
vince the claimant that a schedule of a 
household furniture loss was necessary 
before the company could make the 
proper adjustment. The assured retorted 
that his house had been totally destroyed, 
that he had paid for his insurance and 
now wanted his money. ; 

The argument waxed fast and furious 
and finally in desperation Mr. Shirley 
said: “Now look here my friend, get 
this. What I want is a proof of loss. 
Understand, a proof of loss!” 

“Tf it’s a proof of loss you want,” came 
the ready reply, “Well, what do you call 
that?” The Irishman pointed to the hole 
in the ground that had once been his 
house. i : ee ok 

“Better drive on with me, said the 
special agent to Mr. Shirley. Looks 
like trouble is coming.” 

* & *& 

Lucky Second Hand Store Buy 

Hugh W. Bridges, member of the staff 
of the Travelers branch in Indianapolis, 
who likes to prowl around second han 
stores, recently ran into unexpected good 
luck when he picked up two water color 
paintings, the work of Dutch artists born 
in the early part of the nineteenth cen- 
tury. At first Mr. Bridges thought they 
were prints of original paintings. He 
had paid a total of $5 for oe and 
frames. Now he has learned that the 
prints are originals and that several hun- 
dred dollars could be realized from them 
in the open market. The painters are 
Brugmann and E. Verveer. 
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FIRE INSURANCE 





Syracuse Campaign 
Against Incendiarism 


FIELD CLUB SUPPORTS DRIVE 
Mayor, District Atmoress, Fire Chief, 
Local Agents’ Head and Others 
Speak at Meeting of Fieldmen 





For the last few months fires of an 
incendiary origin have increased to such 
an alarming degree in Syracuse, N. Y., 
which community except for isolated 
cases has heretofore been particularly 
free from this menace, that company 
men, local agents, city officials, as well 
as representatives of the National Board 
of Fire Underwriters have organized all 
available forces at their command in an 
intensive campaign to clean up promptly 
what promises to become a serious situa- 
tion. It is the purpose of this campaign 
to give due notice to the arson-minded 
that Syracuse is going to be an unhealthy 
place for them to operate in. 

Interest there is at fever heat and as 
the May term of Supreme Court is about 
to open the district attorney’s office is 
busy preparing several cases which will 
be presented to the Grand Jury for trial. 

The Syracuse Field Club, an organi- 
zation composed of special agents of fire 
companies, at its regular luncheon-meet- 
ing on Saturday entertained as its guests 
Rolland K. Marvin, mayor of Syracuse; 
William C. Martin, district attorney of 
Onondaga County; William A. Rapp, 
commissioner of public safety; Harry 
Wadsworth, president of the Syracuse 
Underwriters’ Exchange, an organization 
of leading local agents of Syracuse; Ed- 
ward Gieselman, chief of the Syracuse 
Fire Department, and Inspector Charles 
E. Wilkes of the arson squad. President 
W. T. Bessant of the Field Club pre- 
sided. 

Mayor Pledges Aid in Arson 

Mayor Marvin gave a talk in which he 
pledged the complete co-operation of ev- 
ery department in his organization to the 
movement on foot to stamp out incen- 
diarism, which he emphatically stated 
“must be cleaned up at once and for 
all time.” He was warmly received and 
his interest, as expressed by his sincere 
assurance of unqualified co-operation, 
was roundly applauded. 

District Attorney Martin then ad- 
dressed the meeting and was likewise 
warmly received. He, too, stated that 
his department was ready and willing 
to co-operate to the fullest extent in this 
campaign to stamp out arson. 

Mr. Wadsworth pointed out that the 
local agents, of whose organization he 
is president, were equally interested in 
cleaning up this deplorable situation and 
that they were lending every effort to 
co-operate, not only with the fire and 
police departments but with the fire in- 
surance companies through the medium 
of their special agents as well. He sug- 
gested that in such cases where the ori- 
gin of a fire was of such a nature as 
to indicate it as being irregular, even 
though it could not be proved to be such, 
the companies should on receipt of proof 
of loss stand on their rights as set forth 
in the standard policy conditions and 
withhold payment for the full sixty days, 
as the only proper deterrent to that class 
who are convinced that the fire insurance 
companies are “easy picking.” 

Dilapidated Buildings Removed 


Commissioner Rapp then spoke to the 
members and outlined the activities of 
his department in this direction. He is 
planning to inaugurate a new system of 
permanent records covering in detail all 
fires, which records, he believes, should 
be of value to all interests. Already his 
department has torn down, without any 
expense to the city, a number of build- 
ings which in their dilapidated condition 
constituted a serious menace as breed- 
ers and spreaders of fires. He has also 
equipped the fire department with a sup- 


Great American May 
Cut Capital in Half 


PROPOSAL TO STOCKHOLDERS 





Reductions of Par Value from $10 to $5 
Would Transfer $8,150,000 to 
Surplus Account 





Stockholders of the Great American 
have received proposals from President 
William H. Koop that the par value of 
the company’s shares be reduced at a 
meeting on June 1 from $10 to $5, thus 
reducing the capital from $16,300.000 to 
$8,150,000 and transferring $8,150,000 to 
net surplus. Mr. Koop’s letter in part 
said: 

“During the past two years the se- 
curities held in the company’s portfolio, 
in common with other investment securi- 
ties, have suffered a reduction in market 
values which has fallen directly on sur- 
plus account. Your directors feel that 
the surplus should be so strengthened 
as to leave no doubt regarding your com- 
pany’s strong financial position, even in 
the event that no recovery in security 
prices should take place. 

“The proposed change will not in any 
way affect your proportionate interest in 
the company, nor the number of shares 
held by each stockholder, nor the liqui- 
dating value, which calculated on the 
customary insurance formula was more 
than $15 per share, based on April 30, 
1932, market prices of the securities 
owned by the company. While some re- 
duction in the company’s income from 
interest and dividends has taken place, it 
is expected that dividends at an annual 
rate of at least $1 a share can be paid.” 

This move proposed by the Great 
American is considered one in the right 
direction and will tend to strengthen the 
financial position of the company with- 
out deducting anything from the per 
share value of the stock. 


FACTORY ASSOCIATION MEETS 


Bulkley and Other Officers and Members 
of Executive Committee Re-elected; 
Fine 1931 Report Made 
The Factory Insurance Association 
held its forty-second annual meeting at 
the Hotel Vanderbilt in New York City 
last Thursday evening and unanimously 
re-elected the officers and executive com- 
mittee. Those re-elected are as follows: 
president, George G. Bulkley, Spring- 
field Fire & Marine; vice-presidents, E. 








ply of tarpaulins for the purpose of pro- 
tecting stock in mercantile buildings 
from water damage. Already consider- 
able salvage has accrued to the various 
fire insurance companies due to the use 
of these covers. 

Chief Gieselman and Inspector Wilkes 
also spoke briefly. W. H. Leap. special 
agent of the National Board of Fire Un- 
derwriters, was to have attended this 
meeting but he was called out of town. 
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NEW HAMPSHIRE 
FIRE INSURANCE CO. 


Manchester, N.H. 


Assets’ $17,750,177.97 
Reserve Funds $6,369,438.96 
PolicyholdersSurplus $11,380,739.0 | 


61 YEARS OF ACHIEVEMENT 
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J. Sloan, Aetna (Fire), and F. C. White, 
Hartford Fire; secretary, J. H. Vree- 
land, Scottish Union & National, and 
treasurer, J. K. Hooker, Automobile. 

Members of the executive committee 
include the following: F. Minot Blake, 
chairman, Phoenix of Hartford; Logan 
J. Borland, Great American; Gilbert 
Kingan, Orient; John Kremer, Insurance 
Co. of North America; Frank D. Lay- 
ton, National Fire of Hartford; C. W. 
Pierce, Continental; C. F. Shallcross, 
North British & Mercantile, and the of- 
ficers ex-officio. More than 100 officers 
of the company members attended the 
meeting and Manager H. P. Smith sub- 
mitted a fine report on last year’s busi- 
ness. The Factory Insurance Associa- 
tion, in addition to other work, has been 
instrumental in holding and getting back 
to the stock companies many millions of 
fire insurance from the mutual compa- 
nies. 





TWO NEW N. J. LAWS 


Two new insurance bills became laws 
last week through the signature of Gov- 
ernor A. Harry Moore in New Jersey. 
One permits acceptance of insurance 
company inspection reports of refrig- 
erating and steam boilers in lieu of state 
inspection while the other authorizes 
vice-presidents of insurance companies to 
sign alterations of charters. 





JOHN W. BEGG WITH ATLAS 

The Atlas Assurance has opened a 
New York metropolitan department at 
100 William Street with John W. Begg, 
formerly with the Importers & Export- 
ers, aS manager. 
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Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





J. A. Keusey, General Agent 


United States Fire Branch: 80 John Street, New York 


Grorce Z. Day, Ass’t General Agent 
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RESERVE FOR DEPRECIATION IN SECURITIES 
SURPLUS (December 31st, 1931 Valuations) . 
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U. S.—Statement December 31, 1931 


$13,840,562.58 
2,002,187.82 
657,113.30 || 
2,542,658.38 
8,638,603.08 
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PAUL L. HAID HONORED 
Given Testimonial Dinner at Waldorf- 
Astoria by His Friends in America 
Fore Companies 

Paul L. Haid, who retired as president 
of the America Fore companies yester- 
day to become head of the Insurance 
Executives Association, was guest of 
honor at a magnificent testimonial din- 
ner given last night by more than 125 of 
his friends in the fleet at the Waldorf- 
Astoria Hotel. Lamar Hill, vice-presi- 
dent and counsel of the companies, acted 
as toastmaster and the speakers included 
Ernest Sturm, chairman of the boards; 
Wade Fetzer, vice-chairman of the Fi- 
delity & Casualty; Ernest A. Henne, 
vice-president in charge of the Western 
department at Chicago; Henry Keck, 
representative of the home office force, 
and Bernard M. Culver, who succeeded 
Mr. Haid as president. 

The fieldmen of the organization pre- 
sented Mr. Haid with a handsome Tif- 
fany desk set. John Jordan, veteran New 
York State agent, made the presentation. 
Mr. Culver, on behalf of those at the 
dinner, presented the guest of the eve- 
ning with an after-dinner silver service. 
Mr. Haid also received an engrossed set 
of the resolutions passed by the boards 
of directors two weeks ago. 


LEVISON ON GOV’T ECONOMY 


Fireman’s Fund President Asks Share- 
holders, Agents and Employes to 
Write Members of Congress 

President J. B. Levison of the Fire- 
man’s Fund has directed an appeal to 
stockholders, agents and employes of the 
companies in the group to exert pres 
sure on their representatives and sena- 
tors in Congress to effect the economies 
in the cost of government which are now 
considered so imperative. In his message 
President Levison included the follow- 
ing: ; 
“The situation at Washington is critical 
and Congress must be persuaded to face 
the fact that the already overburdened 
taxpayer cannot assume additional, bur- 
dens to pay for extravagance that is se- 
riously jeopardizing confidence in the fi- 
nancial security of the Government it- 
self. The National Government is spend 
ing more money every year than the pre- 
vious year. Its expenditures, over am 
above interest and sinking fund pay- 
ments and miscellaneous sums not 1! 
cluded in the budget of major depart 
ments, will, for the fiscal year ending 
June 30, 1932, exceed those of 1927 by 
over 60%.” 
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BERNARD M. CULVER— 


New PRESIDENT of 
AMERICA FORE COMPANIES 


By. Clarence Axman 





Culver Succeeds Haid 


Bernard M. Culver, vice-president 
of the America Fore Companies since 
the Niagara Fire joined the group, 
was yesterday morning elected presi- 
dent by the boards of directors to 
succeed Paul L. Haid, who resigned 
recently to head the Insurance Exec- 
utives Association. 











The election of Bernard M. Culver to 
be president of the seven America Fore 
Companies, succeeding Paul L. Haid, who 
is now president of the Insurance Execu- 
tives Association, will be welcomed by 
the 30,000 agents of the fleet because for 
years Mr. Culver has had the confidence 
of the production fraternity. His career 
has been that of the painstaking, con- 
scientious, exceedingly able insurance of- 
ficial whose word is as good as his bond, 
whose contacts always leave a good im- 
pression, and whose sympathy and help- 
fulness have in the passage of the years 
made strong personal friendships out of 
business acquaintances. He is one of 
the few presidents who were once local 
agents. He also had considerable field 
experience before going to Hartford to 
become a home office executive. His 
work as a special agent was in Middle 
Western states. Since 1907 he has been 
a company executive. - 


Two Former Presidents 


As president of the Continental Insur- 
ance Co., which began business in 1853, 
Mr. Culver will sit in a suite of offices 
where much insurance history has been 
written and which has been graced by 
great leaders of the business. Among 
his predecessors was Henry Evans, one 
of the strongest figures which fire insur- 
ance has known, a daring pioneer, a 
great company builder, a man of such 
vigorous views that they made their im- 
press on insurance world wide. Part of 
the pioneering achievements of Mr. 
Evans was recognition and carrying out 
of the principle that insurance should 
follow the flag; that fire insurance com- 
panies of first rank should be transact- 
ing business abroad as well as at home 
in order that American business interests 
abroad could have insurance protection 
furnished by American companies. 

Sitting in the chief administration 
chair of. the Continental before Mr. 
Evans was F. C. Moore, probably the 
leading scientific man the business has 
known; father of mercantile schedule 
rating and great expert on building con- 
struction. Mr. Moore was author of two 
books which were text books in the in- 
surance business for years and which are 
still read by students of the business. In 
1902 he published “Standard Universal 
Schedules for Rating Mercantile Risks,” 
and in 1903 “Fire Insurance and How to 
Build.” The latter book was also in de- 
mand from municipal authorities and 
fire departments as well as architects 
and builders. The Moore mercantile 
schedules are now used in New York, 
Pittsburgh and Washington and are the 
foundation for many of the other sched- 
ules used throughout the East and some 
in the far West. In the Middle West 
the Dean schedules are used. 

The Continental has been a great 


training school for underwriters. At one 
time sitting on stools in the Continental 
office at the same period were J. S. Fre- 
linghuysen, who later became a Senator 
of the United States; Sumner Ballard, 
famous reinsurance man and president 
of the International Insurance Co.; W. 
P. Young, who after being assistant 
U. S. manager of the North British & 
Mercantile, became manager of the Na- 
tional Automobile Underwriters Confer- 
ence; and James A. Swinnerton, later 
elected president of the American Eagle, 
one of the America Fore companies. 


Graduate of Grinnell College 


Bernard M. Culver was born in Sand- 
wich, IIll., and is a graduate of Grinnell 
College, Grinnell, Iowa, one of the best 
of the fresh water colleges. The present 
president of the college is John S. Nol- 
len, brother of Gerard S. Nollen, presi- 
dent of the Bankers Life of Iowa; and 
Henry S. Nollen, president of the Equit- 
able Life of Iowa. Many insurance men 
are graduates of Grinnell, Iowa insurance 
head offices in particular having a num- 
ber of officers who call that institution 
their alma mater. After his graduation 
Mr. Culver went to Superior, Wis., with 
his family. Superior is on Lake Superior 
and was and is a port extensively used 
by copper mining and other interests. 
Among activities of Mr. Culver’s father 
was an appointment as receiver for a 
wagon works in Superior. The plant had 
been shut down and the stock had to be 
sold. Mr. Culver’s first work was in 
connection with this wagon works, serv- 
ing as bookkeeper, and in other handy 
capacities. When that activity was fin- 
ished the general manager of the wagon 
works, a man named Harper, and young 
Culver engaged in the grain commission 
business, the nature of their work being 
to receive wheat which came to the port 
at the head of the lakes; sell it on com- 
mission (same as any other commodity). 
This meant contact with the Chicago 
Board. of Trade and considerable trav- 
eling. One of his duties was to go 
through the Dakotas and _ northern 
Minnesota to solicit shipments from 
farmers and others. 

Cycling Through a State 

In those days traveling was not de 
luxe. While there were trunk lines and 
also branch lines the latter were some- 
thing of a joke so far as schedules were 
concerned. North Dakota is not very 
thickly populated today; in fact, the 
population is only 700,000, and there are 
only 100,000 people iiving in cities in 
North Dakota at the present time. The 
branch lines had trains which generally 
ran once a week if the schedule were 
maintained, and frequently it was not. 

There were no automobiles to take 
if the railroad fell down and Mr. Cul- 
ver solved the problem by getting a bi- 
cycle. It was hard work going from one 
location to another as can be seen by 
Mr. Culver’s experience one day when 
he started from Jamestown, N. D., on a 
Fourth of July to go to another town. 
After pedalling for miles he found him- 
self lost; had difficulty in locating him- 
self because most of the farmers were 
“in the cities” for Fourth of July cele- 
brations; and eventually he had to spend 
the night in a section house of the rail- 


road. Probably he rode fifty miles that 
day. Every night he was pretty tired 
but this experience proved to be a fine 
health builder and also taught him a lot 
about the U. S. A. Northwest which 
otherwise he would not have known. 


Becomes an Insurance Agent 


Exciting as these adventures were— 
and he had his share—there were months 
of the year when life was something of 
a bore. The grain business was active 
in the Fall months when the wheat and 
other crops had to get to the markets, 
but during many other months there was 
nothing doing. To fill in the time more 
profitably, especially before the crops 
were harvested, Culver and Harper 
bought a small insurance agency. Supe- 
rior had about 25,000 population and 
there was not much insurance to be writ- 
ten there. One of the other agents in 
the town, by the way, was Ogden H. 
Hammond, who after the passage of 
many years, was to become Ambassador 
to Spain. Mr. Hammond is now in the 
insurance brokerage business with Frank 
& DuBois at No. 12 Gold Street, New 
York City, and is also president of a 
bank. Among the companies in the Cul- 
ver and Harper office were the Scottish 
Union & National and the Citizens of St. 
Louis. While Mr. Culver did not set the 
prairies on fire as an agent in this small 
town he became interested in the busi- 
ness and it was not long before he ac- 
quired an admiration for special agents 
who came into the office. They were 
generally of the good-fellow type, had 
plenty of entertaining stories, smoked 
good cigars and semed to have a lot of 
time at their disposal. Anyway, they 
spent a lot of time around the Culver 
and Harper office making themselves 
agreeable. One reason for that was that 
when they finished their work they had 
to pass the time until 4 o’clock in the 
afternoon when the train left for Minne- 
apolis. 


First Field Experience 


Culver decided that he wanted to be 
a special agent, and so one day taking a 
train for St. Louis, he called upon John 
H. Carr, secretary of the Citizens, whom 
he struck for a job as a field man. Carr 
had nothing to offer; so after a visit to 
the botanical garden and cther St. Louis 
sight-seeing places Culver went back to 
Superior and took up again the local 
agency routine. That was in October. 
In the following April Carr called him 
up on the long distance; told him that 
the Hartford, which controlled the Citi- 
zens, had reinsured the Western busi- 
ness of the Lancashire. ; 

“Tt is our purpose, as rapidly as pos- 
sible, to cover the field and take over 
the Lancashire representations either in 
the Hartford, New York Underwriters 
Agency or the Citizens,” he said. “The 
Citizens has a large plant in Minnesota 
and Wisconsin. We want to get as 
many of those Lancashire agents as pos- 
sible and if you want to go out in the 
field on a per diem basis it is agree- 
able to me.” 

It sounded good to Culver. “When 
can you go to Minneapolis?” he was 
asked. Culver made an instantaneous de- 
cision. “There is a train leaving for 
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Minneapolis in an hour and I'll be on 
board of it,” he said. 
River Responsible for an Agency 
Appointment 


Inside of the next two months Culver 
showed that he was a born field man and 
he landed every agent upon whom he 
called. Some of the experiences at the 
time now strike him as exceedingly hu- 
morous although during those two 
months he did not so regard them. For 
instance, he called at one office in a 
river town, but could not find the agent 
in. After several attempts during the 
morning he decided to go out on the 
river in a boat which he rented. His 
boatsmanship was not so good and he 
found himself in the river. This was se- 
rious because he was traveling with light 
baggage and had no other suit. So he 
returned to the hotel; went to bed; had 
the chambermaid dry out and press the 
suit. Later in the afternoon he returned 
to the agent’s office; found him in; told 
his story; and it was arranged that sup- 
plies of the Citizens would be sent. 

Good Training Under John H. Carr _ 

Culver was getting $5 a day on this 
special work. Carr thought he was show- 
ing plenty of promise and sent for him 
to come to St. Louis. He presented this 
proposition : : 

“If you want to be a real special agent 
we will send you to Des Moines and you 
can be special agent for us in lowa, 
North and South Dakota and Nebraska. 
However, your salary will be $100 a 
month.” That was less than the per diem 
figure but Culver accepted it with alac- 
rity as by this time he thought the in- 
surance business. decidedly superior to 
the grain business. He remained on the 
new job two years. . 

It was about this time that Mr. Cul- 
ver decided that he had found his first 
hero, a man for whom he had a great 
admiration and whose words he accepted 
as wisdom. That was John H. Carr, his 
boss. Culver was not the first man who 
thought Carr was.a remarkable figure. 


(Continued on Page 28) 
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N. S. Bartow, Former 
Queen President, Dies 


WIDELY ADMIRED FOR ABILITY 





Three Years President of New York 
Fire Exchange; Declined Presidency 
of Nat’l Board Because of Health 





Nevett Steele Bartow, former presi- 
dent of the Queen of America and for 
many years known and widely respected 
for his outstanding ability and fine char- 
acter, died on Saturday evening at his 
home in South Orange, N. J. He was 
only 63 years of age, but had been in 
ill health for several years. He retired 
as head of the Queen in July 1929, 





NEVETT S. BARTOW 


on account of his health which did not 
show more than temporary improvement 
since then. In addition to being an in- 
surance leader Mr. Bartow was also 
grandson of Francis Scott Key, composer 


of “The Star Spanglet Danner.” 

Mr. Bartow was engaged in fire insur- 
ance for forty-five years, all of which he 
spent in the service of the Queen. He 
was honored by his associates in the 
business in New York by being elected 
president of the New York Fire Insur- 
ance Exchange for three terms, serving 
from 1920 to 1923. In the latter year he 
was elected vice-president of the Na- 
tional Board of Fire Underwriters and 
held that post for two years. At the end 
of the second term he was offered the 
presidency but declined the nomination 
on account of his health. 

Several Years in New England 

Born in Astoria, L. I., on September 5, 
1868, Mr. Bartow was educated in public 
and private schools there. At the age of 
sixteen he entered the office in New York 
of the old Queen of Liverpool. He 
served in various departments as a clerk 
and did local inspection work. Later he 
was sent to New England as assistant 
special agent. In 1891 the Oueen of Liv- 
erpool was succeeded in this country by 
the Queen of America, and from 1892 to 
1900 Mr. Bartow was special agent of the 
latter in New England. 

Mr. Bartow was recalled to the heme 
office in 1900 to become secretary of the 
company. In 1918 he became vice-presi- 
dent and two years later president, fol- 
lowing the retirement of George W. Bur- 
chell. He served for nine years. 

Mr. Bartow was a former trustee of 
the village of South Orange and a mem- 
ber of the Down Town Club.of New 
York and the Rock Spring Country Club 
of the Oranges. Surviving Mr. Bartow 
are a widow; a son, Nevett S. Bartow, 
Jr., of New York; a daughter, Mrs. H. 
T. Woodland of Hutton Park, West Or- 
ange, and a grandchild. Funeral services 
were held Monday at the home. Burial 


took place in Rosedale Cemetery, Orange. 


W. C. EGBERT TRANSFERRED 
National Union Special Goes to Balti- 
more; Sands Gets Eastern Pennsy]l- 
vania; Stringer in Philadelphia 
William C. Egbert, special agent of the 
National Union Fire of Pittsburgh, who 
has been traveling in New Jersey for the 
past nine years under the direction of 
General Agent Frederick Ackermann, 
has been assigned to headquarters at 
907 American Building, Baltimore, Md. 
Effective May 1 Mr. Egbert assumed 
supervision of the states of Delaware, 
Maryland, panhandle section of. West 
Virginia and the District of Columbia. 
Clarence J. Sands, special agent of the 
National Union, who heretofore super- 
vised this field, has assumed supervision 
of eastern Pennsylvania, outside of 
Philadelphia and Philadelphia suburban 
territory. Mr. Sands’ headquarters are 
323 Telegraph Building, Harrisburg, Pa. 
Richard Stringer, well known in insur- 
ance circles in Philadelphia, has been 
appointed special agent of the National 
Union for the territory comprising Phil- 
adelphia and Philadelphia suburban. Mr. 
Stringer will make his headquarters in 
Philadelphia at 206 S. 4th Street. 





AD CONFERENCE COMMITTEES 





Members of Fire and Casualty Exhibit 
and Publicity Committees; Chapman 
and Smiley Chairmen 
The committee organization of the fire 
and casualty group of the Insurance Ad- 
vertising Conference has been com- 
pleted by the appointment of additional 
members to the exhibit and publicity 
committees. These committees are made 

up as follows: 

Exhibit committee—chairman, Horace 
V. Chapman, Ohio Farmers; J. A. 
Young, Monarch Accident, and A. A. 
Klinko, Corroon & Reynolds, Inc. 

Publicity committee—chairman, Ralph 
W. Smiley, Royal-Liverpool groups; Jar- 
vis Woolverton Mason, London Assur- 
ance, and A. W. Spaulding, Hartford Ac- 
cident & Indemnity. 


SEYDEL LEAVES NAT’L BOARD 





Assistant General Counsel for Last Eight 
Years Will Resume Practice of 
Law on July 1 

Frank Seydel, assistant general coun- 
sel of the National Board of Fire Under- 


writers, will leave his present position 
on July 1 to resume the practice of law. 
In accordance with the Board’s plan of 
economy his office will be discontinued. 
Mr. Seydel is a member of the state bars 
of New York, Iowa, Illinois and Colo- 
rado and until his connection with the 
National Board eight years ago was en- 
gaged in the practice of law in Denver, 
Colo., where he was assistant United 
States attorney. While with the Na- 
tional Board Mr. Seydel’s work both 
legal and legislative covered the eastern 
and southeastern States and he leaves a 
fine record of success in these activities. 





Fire Companies Show 
High Loss Ratio in Va. 


Fire companies operating in Vir- 
ginia had a loss ratio of 78.82% on 
fire business alone in 1931 according 
to the figures compiled by the State 
Insurance Department. This was the 
highest loss ratio in many years. On 
all lines written by them the loss 
ratio was 77.56%. Net premiums re- 
ceived from fire business last year to- 
taled $8,511,519 while net losses in- 
curred totaled $6,708,972. Net premi- 
ums received from all lines written 
were $10,110,717. Net losses incurred 





on all lines were $7,841,785. 








BOSTON AGENT OF BUFFALO 

The William H. Brewster Co. of Bos- 
ton has been appointed Boston and met- 
ropolitan district agent of the Buffalo 
Insurance Co. Other companies in the 
office include the Ohio Farmers, Quaker 
City and Southern. 


N. J. FIELD CLUB MEETING 
The New Jersey Field Club will hold a 
dinner meeting on Monday, May 9, at 
Trenton. 
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C. W. Bailey Writes 
On Financial Situation 


WRITES LETTER TO AGENTS 





Urges Them to Study Present Conditions 
and Write to Their Representa- 
tives at Washington 





C. Weston Bailey, president of the 
American of Newark, has just sent a 
letter to all agents of the company, as 
well as the company’s friends, urging 
them to study the financial condition of 


the country and then communicate with 
their representatives at Washington and 
express their views on the matter. Mr. 
Bailey’s letter reads as follows: 

“The people of the United States are 
confronted at this moment with a crisis 
such as they have never had to deal with 
before in the nation’s entire history. 
Productive industry and enterprise are 
prostrate. Millions are without employ- 
ment. Incomes are shrunken to a mere 
fraction of what they were. 

“The revenues of the Government fall 
so far short of meeting its debt obliga- 
tions and running expenses that the un- 
balanced budget menaces the security of 
our national credit. It is a time when 
the wisest counsels must prevail in the 
capitol at Washington, and a sound pro- 
gram of curtailed Government expendi- 
ture and equitably distributed new taxes 
must be adopted and enacted into law 
if the emergency is to be met. 

“The burden of responsibility that 
rests upon our senators and members of 
Congress is a heavy one, and it is the 
burden of each one of us as well as 
theirs. Each reader of this letter 1s 
urged to remember that whatever of 
good or ill comes out of the legislation 
at Washington will affect each one of 
us whether rich or poor. 

National Budget Must Be Balanced 


“Failure to balance the Government’s 
budget will mean a lower value for 
American dollars. Endeavoring to bal- 
ance the budget wholly by increased tax- 
ation will mean further paralysis of 
business and more unemployment and 
distress. Imposing the increased tax 
burden principally upon the rich means 
taxing out of existence the capital which 
gives employment to the poor and sus- 
tenance to the unemployed. ; 

“The expenditures made by the major 
departments and bureaus of our Govern- 
ment for the fiscal year 1932 are esti- 
mated at $3,195,100,000, as compared with 
$1,964,000,000 in 1927. In addition to this 
the Government must provide $1,287,100,- 
000 to cover interest and sinking fund 
payments and miscellaneous items not 
included in the departmental budgets. 

“If it is clear from the above that the 
congress should refrain from any addi- 
tional spending or borrowing, should 
substantially reduce the present scale oi 
Government spending and should then 
balance the budget by new taxes which 
by their widespread incidence bear as 
lightly as possible upon business activ- 
ity and “business prosperity, then you 
should make these views known quickly, 
before it is too late. Write immediately 
to your senators and congressmen, to 
your newspapers, your chamber of com- 
merce, trade associations and other 
groups or individuals who may be in a 
position to impress these views upon the 
Congress.” 





PA. QUALIFICATION BILL 

A proposed agents’ license law for 
Pennsylvania which would require all 
new men entering the agency ranks to 
start as licensed solicitors with estab- 
lished agencies and to serve an appren- 
ticeship period of several years before 
being granted agents’ licenses is being 
considered at regional meetings of the 
Pennsylvania Association of Insurance 
Agents. Nine of these meetings have 
already been held and several will be 
held in May and June at Williamsport, 
Pittsburgh, Butler, Washington and 
York. This bill was one of the matters 
considered by the Pennsylvania agents 
who were in New York last week. 





~ 1 ~ Bee 





May 6, 1932 


ENT INSURANCE 


| 


Roa >» 
pene TS ee 





Cty pe nis ai 5 ia , , Benny ho Oat pee i ay rare ‘ 
sthe AMERICA FORE GROUP of Insurance Companies 
hota ONTINENTAL INSURANCE COMPANY  FIDELITY-PHENIX FIRE INSURANCE COMPANY NIAGARA FirE INSURANCE COMPANY 
ICAN EAGLE FirE INSURANCE COMPANY FIRST AMERICAN FiRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 
bs - ERNEST STURM, Chairman of the Boards 
Eighty Maiden Lane, €@ 


i 
te a) ft - 7 
: C oe & 


PAUL L. HAID. President 


THE FIDELITY AND CASUALTY COMPANY ™ New York, N.Y. 


ERNEST STURM. Chairinan of the Board 
WADE FETZER. Vice Chairman 


PAUL L.HAID, President 
CHICAGO SAN FRANCISCO — ATLANTA DALLAS MONTREAL 





Page 24 






“ UNDERWRITER. 


—————— 








May 6, 1932 








Brooklyn Brokers’ 
Gala 20th Anniversary 


MANY NOTABLES AT DINNER 





Van Schaick Is Principal Speaker With 
Chas. P. Butler as Toastmaster; 
Charles Reppa Honored 





Any depression in the insurance busi- 
ness was nowhere in evidence at the 
twentieth annual banquet of the Brook- 
lyn Insurance Brokers’ Association at the 
Hotel Bossert in Brooklyn on Tuesday 
evening. The main banquet hall of the 
hotel was crowded to overflowing with 
members of the association, leaders in 
the local and state political field, repre- 
sentatives of the New York Insurance 
Department and prominent personalities 
in insurance. More than 400 persons at- 
tended this affair and scores were turned 
away. 

Insurance Superintendent George S. 
Van Schaick was the principal speaker 
and Deputy Superintendent Charles P. 
Butler a gracious and efficient master of 
ceremonies. The Superintendent spoke 
on the need for eliminating unsound and 
illegal practices on the part of companies 
ond for giving full service to assureds on 
the part of the brokerage fraternity. 
President Harry G. Ellis, Jr., of the As- 
sociation spoke briefly cn the aims of 
the association and its growth over a 
score of years. 

Those at Head Table 


On the dais with the Superintendent 
were a number of officers of the Brook- 
lyn government, members of the judi- 
ciary and of the state legislature at Al- 
bany. These included Henry Hester- 
berg, borough president of Brooklyn; 
William F. X. Geoghan, Kings County 
district attorney; Supreme Court Judge 
Albert Conway, former Insurance Super- 
intendent; State Senator William L. 
Love; City Magistrate Mark Rudich; 
Assemblymen Edward S. Moran, Jr., and 
Jacob J. Schwartzwald; James J. Heffer- 
nan, superintendent of highways of 
Brooklyn; Francis R. Stoddard, former 
New York Insurance Superintendent; 
Frank H. Parcells, justice of the New 
York municipal circuit court; Third 
Deputy Superintendent Samuel Feller, 
and Maurice J. Buckley, corporation 
counsel of Stamford, Conn., and member 
of the Connecticut legislature. 

Others to be introduced to the gather- 
ing included President Arthur Arnow of 
the General Brokers’ Association; Presi- 
dent Stuart R. Richardson of the In- 
surance Square Club; President Samuel 
D. Rosan of the Brownsville and East 
New York Brokers’ Association; Execu- 
tive Secretary Leonard L. Saunders of 
the New York Insurance Federation, and 
members of the New York Insurance De- 
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partment office in New York City. 

Charles Reppa, chairman of the Brook- 
lyn Insurance Brokers’ Association’s 
executive committee and a former presi- 
dent, was presented with a handsome 
wrist watch by the members as a token 
of their appreciation of his services for 
the organization over a period of many 
years. Mr. Butler made the presentation 
remarks. 

Superintendent Van Schaick, as the 
speaker of the evening, took occasion to 
call upon the organized brokers to give 
the best ‘of their ability in these times 
of business uncertainty. He said in part: 


Van Schaick on Brokerage Outlook 


“In a major depression such as the one 
through which we are passing there is a 
large falling off of the available insur- 
ance business. There is no correspond- 
ing falling off in the number of brokers. 
Unemployment brings many new faces 
into the field. The result is an over- 
crowded profession often with inade- 
quate return to an industrious broker. 
Insurance does not exist for the broker. 
The broker exists because of insurance. 
It is as plain as day that with the an- 
nual army of recruits all insurance brok- 
ers cannot make a living. The survival 
of the fittest is inevitable. 

“If this be sound then the appropriate 
action for a great organization such as 
yours is obvious. Why not chart the 
course for those of your members who 
have the will and ability to survive? In 
this way the public will get the advan- 
tage of increased service as well as in- 
creasingly higher standards. 

“The justification of the broker is his 
service to the assured. The broker who 
knows 
lives up to it has gone a long way toward 
surviving. This includes the small as 
well as the large. The broker with small 
office but high intelligence may perform 
a service as valuable to his client as 
the largest brokerage house in the world. 

“The service which a broker can ren- 
der his clients depends in large part upon 
his knowledge of insurance and insur- 
ance law. A well informed broker may 
save his client considerable sums of 
money. His advice must be sound or it 
is worse than useless. Insurance law is 
as complicated and intricate as any that 
exists. The insurance broker in demand 
is the one who keeps abreast of the 
times, knows the progressive changes in 
insurance law and keeps informed as to 
current practices and decisions. 

“Service to one’s client consists not 
only in advice as to what insurance is 
needed but counsel as to where it should 
be placed. The man in the street is 
often in closer touch with underwriting 
practices of companies than a Depart- 
ment of Insurance itself. The intimate 
talk that permeates the insurance dis- 
trict sometimes discloses more than does 
an official examination. 


the theory of his position and ~ 


Company Practices 

“Unsound or illegal practices on the 
part of companies undermine financial 
structures. They are always a danger 
signal. The history of insurance failures 
is replete with examples of the destruc- 
tive effect of such practices. A Depart- 
ment of Insurance can do much to elimi- 
nate them. A broker can also do much. 
A broker who refuses to put his clients 
in such companies not only does a serv- 
ice to an insuring public but at the same 
time drives an effective blow at this dan- 
ger spot. Not only should a broker keep 
his clients out cf such companies but 
it is his imperative duty to inform the 
Insurance Department of what he knows 
to be going on. 

“Standards of practice have been set 
up by custom as well as by statute. The 
statutes usually enunciate the best 
thought and desire of the insurance pro- 
fession itself. If compliance with estab- 
lished standards is lax the buyers of in- 
surance, your clients, are the principal 
sufferers. The licensing power of the 
Department of Insurance is the chief 
means of enforcement which a Depart- 
ment of Insurance has at its command. 
The policy of the New York Depart- 
ment in this regard has been stated and 
reiterated time and again. No one can 
plead ignorance thereof. Any company, 
any broker, any agent, any public ad- 
juster who fails to observe well recog- 
nized standards of conduct is not such as 
will best promote the interests of the 
State of New York. When this idea has 
once registered the security of New 
York policyholders will be immeasurably 
increased.” 

The Superintendent also paid a tribute 
to his predecessors in office by saying 
that he had received splendid non-polit- 
ical support from Judge Conway, a 
Democrat; Mr. Stoddard, a Republican, 
and other former insurance superintend- 
ents who are now in New York State. He 
said that in all relations with these men 
the matter or party politics has never 
once arisen. 

President Ellis told how the Brooklyn 
brokers’ association has grown from a 
membership of thirty-seven in 1912 to 
more than 700 at the present time. He 
said the organization was founded for 
the betterment of the insurance business 
and has achieved many constructive re- 
sults in its lifetime to date. 

A special committee of which former 
President Mortimer L. Nathanson is 
chairman, was appointed last week to 
consider the matter of the defunct 
Southern Surety and to draft resolutions 
to be sent to the company with which it 
is affiliated. The committee held a meet- 
ing yesterday. Mr. Nathanson, John J. 
Canning, C. Robert Rikel and Harry G. 
Ellis were elected delegates to the an- 
nual convention of the Insurance Fed- 
eration of the State of New York at 
Albany on May 14 


LINCOLN 
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By living up to the traditions of its name and by its affiliation with 


an old and well established organization The Lincoln Fire is a helpful asset 


to the Local Agent. 
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Managers 
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Dickinson President 
Of Suburban Ass’n 


SCHOEN FIRST VICE-PRESIDENT 





Agents in Counties Adjacent to New 
York City Hold Annual Meeting; R. 
J. Tierney on Reciprocity 





An outstanding insurance agent of 
Queens County, N. Y., William B. Dick- 
inson of Elmhurst, was last Thursday 
elected president of the Suburban New 
York Association of Local Agents, Inc., 
at the annual meeting held at the Hotel 
Commodore in New York City. He suc- 
ceeds James L. Brownlee of Flushing, 
president since the formation of the as- 
sociation more than a year ago. The 
other officers now are Charles J. Schoen 
of Mount Vernon, first vice-president ; 
James Kilby of Nyack, second vice- 
president, and Richard Downing of Oys- 
ter Bay, secretary-treasurer. 

The Suburban New York Association 
of Local Agents was formed to effect 
greater coordination among the various 
county associations in and _ around 
Greater New York City. These county 
boards include those on Long _ Island, 
Staten Island and up the Hudson River 
valley nearly to Poughkeepsie. Mr. 
Schoen was one of those most instru- 
mental in forming the suburban associa- 
tion and he was accorded a rising vote 
of thanks last week as an expression of 
appreciation of his services in bringing 
the local agents closer together for mu- 
tual discussions of common problems and 
joint action. 

In addition to the officers already men- 
tioned the following were elected as di- 
rectors of the association: Arthur Dealy, 
New Rochelle; G. Lindsay Bell, Yon- 
kers; Murray M. Lent, White Plains; 
James L. Brownlee, Flushing; Edward 
Fries, Jamaica; Charles Fuchs, College 
Point; A. C. Edwards, Sayville; John 
Roe, Jr, Patchogue; Cornelius Murphy, 
Huntington; Charles Wagner, Totten- 
ville; Anton L. Schwab, Tompkinsville; 
Edward T. Murrin, Suffern; George 
Baisley, Haverstraw; Thomas H. Dar- 
ling, Rockville Centre, and Theodore 
Klapper, Garden City. 


Report on Activities 


Mr. Schoen, who was secretary prior 
to his promotion to first vice-president, 
reported that the directors had met each 
month and that the attendance had been 
especially gratifying. The efforts of the 
association, he feels sure, have been 
helpful to the local agents in the coun- 
ties adjacent.to New York City. Among 
the subjects, considered by the directors 
were general agency appointments, the 
agents’ qualification law and alleged un- 
fair competition offered by the State In- 


(Continued on Pave 29) 
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LOYALTY GROUP 


JANUARY 1, 1932 STATEMENTS 


NEAL BASSETT, President 








JOHN R. COONEY, Vice Pres. — ~~ KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vice Pres, 
W.E. WOLLAEGER, Vice Pres. RMAN AMBOS, vee E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d Vice Pres. 
WALTER J. SCHMIDT, 2d V. ear T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres, 

FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY..,,.... 0 +0 
CAPITAL POLICYHOLDERS 
$18,795,380.00 ORGANIZED 1855 $32,306,202.99 





NEAL BASSET . Chairman of Board 
HENRY M. GRATZ, President 




















JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vi e¢ Pres, 
W. E. WOLLAEGER, Vice Pres. HERMAN AMBOS, Vice Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2dV.-Pres. 

THE GIRARD FIRE AND MARINE INSURANCE COMPANY 
$ 1,000,000.00 ORGANIZED 1853 $ 2,034,545.17 
NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres. ‘TRBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vice Pres, 
W.E. WOLLAEGER, Vice Pres HERMAN AMBOS, bg ye tge G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2av: Pres, OLIN BROOKS, 2d V.-Pres. 

THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 
$ 600,000.00 ORGANIZED 1854 $ 1,226,248.02 

NEAL BASSETT, President 
JOHN R. COONEY, Vice-Pres. ARCHIBALD KEMP, Vice-Pres. ''=RBERT A. CLARK, Vice-Pres, H. R. M. SMITH, Vice-Pres, 
W. E. WOLLAEGER, Vice-Pres. HERMAN AMBOS, Vice Pres. E. G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2dV.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS. 2d V.-Pres, 
NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 
$ 1,000,000.00 ORGANIZED 1866 $ 1,563,520.84 
NEAL BASSETT, President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice-Pres. “4FRBERT A. CLARK, Vice-Pres. mm R. M. SMITH, Vice-Prese 
W. E. WO EGER, Vice-Pres. HERMAN AMBOS, Vice-Pres. G.POTTER, 2d V.-Pres. W. W. POTTER, 7d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d v. -Pres, OLIN BROOKS, 2d V.-Pres, 
SUPERIOR FIRE INSURANCE COMPANY 
$ 1,000,000.00 ORGANIZED 1871 $ 1,603,338.23 
NEAL BASSETT, Chairman of Board 
W.E. WOLLAEGER, President JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres, 
H. R. M. SMITH, Vice Pres HERMAN AMBOS, baat Pres. E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V.-Pres. OLIN BROOKS, 2d V.-Pres. 
THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 
$ 1,000,000.00 ORGANIZED 1870 $ 1,751,660.54 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice President 
JOHN R. COONEY, Vice Pres. ARCHIBALD KEMP, Vice Pres. HERBERT A. CLARK, Vice Pres, H. R. M. SMITH, Vice Pres, 
W. E. WOLLAEGER, Vice-Pres, HERMAN AMBOS, Vice Pres. E. G. POTTER, 2d V.-Pres, W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2d V.-Pres. T. LEE TRIMBLE, 2d V. ~Pres, OLIN BROOKS, 2d V.-Pres. 
THE CAPITAL FIRE INSURANCE COMPANY 
$ 300,000.00 ORGANIZED 1886 $ 511,958.09 
CHARLES L. JACKMAN, President NEAL BASSETT, Vice-President 


UNDERWRITERS FIRE INSURANCE CO. OF CONCORD, N. H. 
$ 100,000.00 ORGANIZED 1905 $ 137,264.60 


NEAL BASSETT, President 





JOHN R. COONEY, Vice-Pres. Se KEMP, Vice-Pres. "4FRBERT A. CLARK, Vice Pres. H. R. M. SMITH, Vice Pres, 
W. E. WOLLAEGER, Vice-Pres. ERMAN AMBOS, enn Pres, E.G. POTTER, 2d V.-Pres. W. W. POTTER, 2d V. Pres. 
WALTER J. SCHMIDT, 2 * V. aie EE TRIMBLE, 2d V.-Pres, OLIN BROOKS, 2d V.-Pres, 
MILWAUKEE MECHANICS’ INSURANCE COMPANY 
$ 2,000,000.00 ORGANIZED 1852 $ 4,967,756.04 





NEAL BASSETT, Chairman of eg 

J. SCOFIELD ROWE, Vice Chairma 
S. LANDERS, President J. C. HEYER, Vice President WINANT VAN WINKLE, Vice President JOHN R. COONEY, Vice President 
E. G. POTTER, 2d Vice Pres. E. R. HUNT, 3rd Vice Pres’t S. K. McCLURE, 3d Vice Pres, T. A. SMITH, Jr., 3rd Vice Pres. F. J. ROAN, 3rd Vice Pres. 


THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 





a 1,000,000.00 ORGANIZED 1874 $ 2,009,866.67 
NEAL BASSETT, Chairman of Board 
S. LANDERS, President WINANT VAN WINKLE, Vice President J. C. HEYER, Vice President JOHN R. COONEY, Vice-President 


E. G. POTTER, 2d Vice Pres. T.A.SMITH, 3rd Vice Pres. FRANK J.ROAN, 3rd Vice Pres. E.R. HUNT, 3rd VicePres. S.K.McCLURE,3rd Vice Pres. 


COMMERCIAL CASUALTY INSURANCE COMPANY 








$ 1,000,000.00 ORGANIZED 1909 $ 1,814,648.30 
WESTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street, Chicago, Illinois 220 Bush Street, : 
HERBERT A. CLARK, Vice President San Francisco, sornia 
H. R. M. SMITH, Vice President EASTERN DEPARTMENT Ww. _ _ pF oo _ ee 
JAMES: SEREU, Socectacy 10 Park Place "FRED W. SULLIVAN, Secretary 
NEWARK, NEW JERSEY SOUTH-WESTERN DEPARTMENT 
CANADIAN DEPARTMENT 
912C St., Dall Texas 
461-467 Bay St., Toronto, Canada See OLED EME nd Vins Precitens 








BEN LEE BOYNTON, Res. Vice President 
MASSIE & RENWICK, Ltd., Managers Bea Soc nery 
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Non-Policy Writing 
Agents Disappearing 


JERSEY ONCE FERTILE FIELD 





Agents Report That Company Action 
and Drop in Premiums Is 
Helping Situation 





The non-policy writing agent, which 
has been a thorn in the agents’ side in 
New Jersey for the past few years, is 
disappearing, according to information 
obtained from prominent insurance 
agents throughout the state. The situa- 
tion has been bad in Camden and Essex 
counties in which are located two large 
cities, Camden and Newark, while Hud- 
son County, in which Jersey City and 
Hoboken are the two leading cities, has 
come in for its share of trouble in the 
matter, 

It has been estimated by prominent in- 
surance underwriters that several years 
ago there were at least three thousand 
non-policy writing agents in Essex Coun- 
ty alone, the greater part of them being 
located in Newark. At that time book- 
keepers, cashiers and other employes of 
industrial plants and small factories, to 
say nothing of salesmen in furniture, 
carpet, clothing and other stores where 
the public make their purchases, grocers, 
barbers, plumbers and whatnot, were all 
non-policy writing agents. 

Through these appointments by vari- 
ous fire companies many agents felt they 
were losing considerable business and 
commissions as well. The situation be- 
came so serious that many agents called 
upon their insurance executives and 
asked that something be done in the 
matter. 

Little, however, was accomplished un- 
til the latter part of last year when in- 
surance executives felt it was time to 
take some sort of action. The result has 
been that the non-policy writing agent 
is being gradually eliminated until now, 
according to reliable information, there 
are but 900 or less in Essex County and 
this number will be reduced before the 
end of the year. The business depres- 
sion has been one of the big factors 
helping to oust non-policy agents. 

A survey of Camden shows that while 
the situation is not as bad as it has been 
yet there is considerable work to be done 
to clear up the situation. 





CHESAPEAKE POND OFFICERS 


The Chesapeake Pond of the Blue 
Goose held its annual meeting last Fri- 
day in Baltimore and elected the fol- 
lowing officers: E. J. Richardson, most 
loyal gander; Hart Cooper, supervisor of 
the flock; Harry F. Ogden, custodian of 
the goslings; Lewis Payne, guardian of 
the pond: Bernard J. Grob, keeper of the 
golden goose egg, and Edward H. Warr, 
wielder of the goose quill. Le Roy 
Rhule, past most loyal gander, was pre- 
sented with his button by the past most 
loyal gander, Maurice L. May, in be- 
half of the club. The meeting was pre- 
ceded by a dinner and entertainment. 


VETERAN EMPLOYE RETIRES 

George Kruse, an employe of the 
Phoenix of Hartford for the last forty- 
three years, retired last Saturday and 
will return to his former home in Cin- 
cinnati. He occupied various positions 
with the company and was interested in 
the sporting activities of the office, being 
manager of the baseball team for two 
years and manager of the bowling team. 
He was given a farewell dinner last 
Thursday at the Indian Hill Country 
Club. 


URGES OKLA. FEDERATION 

John T. Hutchinson, secretary of the 
Insurance Federation of America, a re- 
cent visitor in Oklahoma City, met there 
with the Association of Oklahoma Insur- 
ors and the Associated Fire & Casualty 
Underwriters, in an effort to organize an 
Oklahoma branch of the Federation. A 
local committee was named as well as 
one in Tulsa, to consider the matter and 
to outline a definite program for organ- 
izing every county in the state for legis- 
lative protection. 








ODAY—more than ever before—the In- 
sured, small as well as large, are carefully 
scrutinizing the financial setup, condition 
and practices of the fire insurance companies 
whose policies they hold. 


ODAY successful Agents are known and 
profit by the companies they keep. 


HE financial statement leaflets of the Com- 
panies in this Group may be had, upon 
request, by anyone interested. 


North British & Mercantile Ins. Co., Ltd. (1809) 
The Pennsylvania Fire Insurance Co. (1825) 

The Commonwealth Ins. Co. of New York (1886) 
The Mercantile Insurance Co. of America (1897) 
The Homeland Insurance Co. of America (1927) 


Copyright 1932 North British & Mercantile Ins. Co., Ltd. 


CALHOUN ON LE.A. 


National Ass’n of Insurance Agents Head 
Praises Aims of New Body and 
President Paul L. Haid 


William B. Calhoun of Milwaukee, 
Wis., president of the National Asso- 
ciation of Insurance Agents, spoke this 
week at the golden jubilee meeting of 
the South-Eastern Underwriters Asso- 
ciation at Pinehurst, N. C., on the grow- 
ing co-operation and loyalty between 
companies and agents and their various 
organizations. 

“The recent action of the Insurance 
Executives Association in selecting Paul 
L. Haid as its president is, in my opin- 
ion, a very bright ray of sunshine for the 
future of our business. If I sense cor- 
rectly the real intent and purpose of the 
Insurance Executives Association, a great 
many of the ills and disorders of the 
business will be eliminated and the great 
spirit of conference and co-operation en- 
larged upon. 

“The new Association is most wel- 
come and under the able leadership of 
President Haid ought to mean the dawn 
of a new day from the standpoint of 
the companies and the agents.” 


DR. KLEIN ON INSURANCE 


Widely Known Ass’t Secretary of U. S. 
Department of Commerce to Speak 
on Radio Sunday Evening 

On next Sunday night, May 8, from 
7 to 7:15 p.m. Eastern Daylight Saving 
Time, Dr. Julius Klein, assistant secre- 
tary of the United States Department of 
Commerce, will speak over the entire Co- 
lumbia Broadcasting System’s network 
of which the New York area station is 
WABC. Dr. Klein’s subject will be in- 
surance (other than life), its importance 
to property owners and its function in 
the economic structure of the country. 

Dr. Klein is one of the most popular 
speakers over the air and is listened to 
by an audience numbering into the mil- 
lions. His next subject will be of par- 
ticular interest to insurance agents be- 
cause their particular functions in the 
industry will be prominently featured. 


U. & O. VOLUME INCREASES 

















Continental Group Cites Good Gain in 
This Coverage in Recent Weeks; 
Reasons for its Sale Now 


Although business in most of the lines 
of protection supplied by fire insurance 
companies has shown no marked gains, 
the volume of income insurance done in 
recent weeks by the Continental and its 
affiliates displayed a. decided increase 
over that recorded earlier in the current 
year. This form of protection, known 
as use and occupancy, is obtained by cor- 
porations to safeguard income receipts 
that would cease wholly or partly in case 
of fire or other catastrophe. 

The improvement shown by the use 
and occupancy department of the Con- 
tinental in the face of general reduc- 
tions in corporate incomes is attributed 
to several factors. It is a class of in- 
surance, the merits of which are steadily 
becoming more widely recognized by o!- 
ficials of mercantile and manufacturing 
companies and bankers, and it is paf- 
ticularly attractive as a safeguard in 4 
time like the present. 


KENTUCKY AGENTS MEETINGS 


Plans have been outlined for co-opera- 
tion as between the Kentucky Associa 
tion of Insurance Agents and Kentucky 
Association of Fire Underwriters in con 
nection with the annual meeting of the 
former and semi-annual meeting of es 
latter. The local agents set June 16 am 
17, Brown Hotel. Louisville, for thet 
annual meeting. The field men decide 
to hold their semi-annual meeting Jun¢ 
16. Then the two organizations got 
gether and decided that the field men 
the evening of June 16 would arrange 3 
banquet in honor of “The Old Guard, 
or field men with twenty-five years . 
more service to the companies, an 
local agents decided not to hold a ba" 
quet of their own this year, but to J” 
in with the field men in celebrating ™ 
honor of the “Old Guard.” 
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Van Schaick on Commissions 


(Continued from Page 1) 


York Department, the Superintendent 
said. Members of the Department are 
now giving close attention to the form 
the examinations will take. They are 
considering the emphasis to be placed 
upon knowledge of insurance and of le- 
gal questions, upon ethics of the busi- 
ness and other matters pertaining to the 
conduct of a local agency. 

Superintendent Van Schaick asked for 
the co-operation of agents’ and fieldmen’s 
associations in giving advice and guid- 
ance in the preparation of these qualifi- 
cation examinations. He stated that the 
new law is the best method yét devised 
in this state for passing on the compe- 
tence of those who seek agents’ licenses 
and the Department intends to use com- 
mon sense in passing on trustworthiness 
and sifting out those who should be ad- 
mitted as agents and those who should 
not. In the opinion of the Department 
the qualification law will bring a decided 
limitation in agency appointments for 
some time at least. 

Competition for Older Agents 

The Superintendent ventured the pre- 
diction that those who are now local 
agents and not affected by the provisions 
of the new law will be subjected to some 
severe competition in the next five, ten 
and fifteen years from new agents be- 
cause the latter will be entering the field 
with better qualifications and greater 
chances for ultimate success than new- 
comers of the last few years. Raising 
the standards of agency appointments 
through operations of the new qualifica- 
tion law should be a challenge to exist- 
ing agents to improve their knowledge 
of the business and their services to the 
public, Mr. Van Schaick told the field- 
men and he asked them to bring this 
point to the attention of the local agents 
in their respective territories. 

Turning to the subject of economy and 
the elimination gf wasteful practices the 
Superintendent placed solution of this 
problem directly up to the companies. 
He said with respect to this matter: 

“The insistence for economy is wide- 
spread. It is a natural and proper re- 
action to hard times. Much of the de- 
mand is wise and proper. Some of it is 
foolish and shortsighted. 

“The management of insurance com- 
panies lies with the companies them- 
selves. The financial condition of com- 
panies is the immediate and primary con- 
cern of the State Department of In- 
surance. Likewise the cost of insurance 
is of great concern to the Department 
as the representative of the public which 
pays the bill. 

Economy From the Top Down 

“Hence it is that the Department of 
Insurance insistently demands that waste 
be eliminated in company expenses. This 
should be just as true in periods of pros- 
perity as in times of depression. Never- 
theless it is economic pressure that 
sharpens the perspective. 

“The requirement that useless expendi- 
tures be cut off is directed at no one 
teature of the insurance business. The 
agent in the field no matter how small 
and humble may rest assured that the 
demand of the Department applies from 
the top down. The laborer is worthy of 





ROYAL EXCHANGE FIGURES 
The figures of the home office of the 
Royal Exchange in England for 1931 
show fire premiums of £1,623,680, which 
was a reduction of about £62,000 from 
the previous year. There was an under- 
writing profit of £62,088, or 4% of the 
Premiums. The final profit is estimated 
at about 3% which is lower than in 1930. 
n the marine account the premiums 
Were £462,057 as against £652,893 the year 


before. 





WESTERN BUREAU MEETING 

he Western Insurance Bureau will 
hold its semi-annual meeting at Briar- 
cliff, NN. Y., on May 18, 19 and 20. The 
meetings have been held at this delight- 
ful spot in the Westchester hills on nu- 
merous occasions. 


. 


his hire. On the other hand no one of 
us is entitled to something that is not 
earned.” 

In closing Superintendent Van Schaick 
urged the fieldmen to bend every effort 
for the elimination of bad practices in 
insurance operations. Proper conduct of 
the business is particularly essential in 
times like these, he said, so that compa- 
nies may be able to carry out their fi- 
nancial obligations. He declared that the 
failure of any company falls severely on 
agents as well as others for the agents 
are those who have advised their clients 
with respect to companies considered 
solvent. 

At the conclusion of his remarks the 
Superintendent was accorded a rising 
vote of thanks and was elected an hon- 
orary member of the field club. 


PROBE CERTIFICATE PLAN 





Insurance Departments of New York and 
Other States Investigating Covers 
of Cornwall & Stevens 

The New York State Insurance De- 
partment and those of Pennsylvania and 
Georgia are investigating the plan used 
for several years by Cornwall & Stevens, 


prominent insurance brokers of New 
York City, of sending certificates instead 
of fire policies themselves to assureds 
who own cottonseed oil and fertilizer 
plants and other types of high rated 
risks. It is contended that the assureds 
do not know with what companies their 
coverage is placed as the policies are re- 
tained by the brokers who forward the 
assureds receipts in the form of the cer- 
tificates mentioned. 

Local agents in Pennsylvania and some 
of the Southern states have from tume 
to time registered protests against the 


system used by Cornwall & Stevens on 
the grounds that they lost their com- 
missions when the risks were handled 
by these New York brokers. These 
agents contend that the practice is a vio- 
lation of resident agents’ laws requiring 
that all policies must be signed by agents 
in the states where the risks are located. 
It is understood that the Pennsylvania 
and Georgia Insurance Departments 
have asked the New York Department 
to supply them with the names of the 
companies with which the Cornwall & 
Stevens business is placed. Some of it 
probably is placed with Lloyds of New 
York which is controlled and operated 
by this brokerage firm. 





WM. H. LEWIS RESIGNS 
William H. Lewis, general agent at 
Boston of the National Fire of Hartford 
for the last thirty-three years, has re- 
signed. 
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HAVE 


YOU THE 


COURAGE OF YOUR 
CONVICTIONS? 


F you believe that insurance is an absolute necessity. That insurance will be sold 


this year. That to sell more insurance your sales tools must be keener than your 


: competitors’. That a right plan for selling insurance will be more profitable than 


it ever has been. And a wrong one more costly. Then we have something which will 


interest you. @ It is a free book called ““Making More Money’’. It contains the basic 


plan for successful insurance selling — the plan which was awarded the Insurance 


Advertising Conference Trophy for the “outstanding contribution of the year as 
to insurance advertising —’’. This 
definite, workable, tested plan 
helps present Boston and Old Col- 
ony agents make more money. It 
will help you make more money. @ 
Increased premium income this 
year is only a question of plan and 
salesmanship. Mail the request 
coupon today—that is if you have 


the courage of your convictions. 





Name 


Address ... 


SEND FOR THIS FREE BOOK TODAY 





BOSTON INSURANCE COMPANY, ® 
OLD COLONY INSURANCE COMPANY, 

Desk A, 87 Kilby Street, Boston, Mass. 

Send me “Making More Money” which contains your basic 
plan for successful insurance selling. I understand I may keep 
this book without charge and without obligation. 
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B. M. Culver 


(Continued from Page 21) 


Admiration for him, his character, force, 
wisdom, became pretty general in the 
business. Two men who highly praised 
Carr, his integrity and his personality, in 
talks with the writer this week were 
Richard M. Bissell, president of the 
Hartford; and Ralph B. Ives, president 
of the Aetna. 
Some Carr Advice 

In talking of Carr, Culver said to the 
writer : 

“He wasn’t any cinch as a boss be- 
cause he knew what you were doing all 
the time and if you did not do your 
work well you heard about it and in no 
uncertain terms. I will never forget one 
experience I had with him which made a 
lifelong impress. He sent me to a little 
town in Iowa to collect a balance. With 
me was Charley Moore of the Hanover, 
who later was a prominent insurance 
man of Memphis. We arrived and found 
the agent drunk. We remained around 
the town for quite a while impatient and 
anxious to go elsewhere where we 
thought we had more important duties. 
It seemed to me as if this man would 
never get sober, and after two days I 
left for Des Moines. When I communi- 
cated the facts to Carr his answer was: 
‘Go right back to Blankville and stay 
there until you collect that balance. 
Never start anything which you can’t 
finish. If we didn’t want you to collect 
that balance we wouldn’t have ordered 
you to go there. P.S—Maybe’ the 
Bourbon and Rye stocks in Blankville 
will eventually become exhausted.’ I re- 
turned and came back with the money.” 

Carr later went to Chicago; was a 
member of the famous insurance team 
of Dugan & Carr, Western managers of 
the Hartford. 

Joins Scottish Union & National 

In 1903 Mr. Culver received a tele- 
gram from Walter Witherbee, special 
agent of the Scottish Union & National, 
reading: “If you want to be associated 
with the Scottish Union & National meet 
me in Chicago on Saturday.” Witherbee 
was leaving the Scottish U. & N. in order 
to join the agency of Munger & Vokum 
which afterwards became Munger, Vo- 
kum, Wetmore & Witherbee. In Chi- 
cago Culver met Henry Hogue, secre- 
tary of the Scottish Union & National, 
and arranged to go in the field for that 
company, territory being Minnesota, 
Wisconsin and later the Western prov- 
inces of Canada were added. It was 
while with the Scottish Union & Na- 
tional in the field that Mr. Culver met a 
man with whom his fortunes were to 
be linked closely for many years: O. E. 
Lane. They became warm personal 
friends and that friendship is one of the 
most noted in the business, continuing 
strong at the present time. Otho E. 
Lane, now president of the Fire Associa- 
tion group, was with the Traders of Chi- 
cago as a field man, a little later going 
with the Providence-Washington. The 
initial meeting was in Green Bay, Wis., 
the occasion being a gathering of the 
Wisconsin Field Club. 

Origin of the Blue Goose 


The weather was not good. Time was 
hanging heavily upon the hands of the 
special agents. There were some poker 
games. Finally, Walter Atwater, then 
special agent of the Commercial Union 
and now special agent of the Caledonian, 
offered the thought that what the fire 
insurance business needed was a social 
organization where the field men could 
forget upon occasion about troublesome 
losses, inspection trips to distant points, 
balance collections and other features of 
routine not always pleasant. And that 
was the start of The Blue Goose; so 
both Culver and Lane became charter 
members of this organization which was 
to have a nation-wide membership and 
which was to do so much to enhance the 
amity of the business. 

In 1907 Mr. Culver received a letter 
which turned out to be decidedly impor- 
tant. It was an invitation from United 
States Manager Brewster of the Scottish 
Union & National to come to Hartford 





THE OLDEST FIRE INSURANCE COMPANY OF NEW JERSEY 


The Newark 
Fire Insurance Company 


One hundred and twenty-first annual 
FINANCIAL STATEMENT 
DECEMBER 31, 1931 
ASSETS 


For the purpose of meeting its “Liabilities” the 
“Newark Fire” has the following resources: 
Real Estate 


First Mortgages on Real Estate 

Government, State, Municipal and County Bonds. ... 
Railroad and other Bonds and Stocks 

Cash in Banks and Offices 

All other Assets 


$ 185,000.00 
213,150.00 
2,371,586.00 
5,328,432.00 
541,175.65 


Total Assets $9,240,246.23 








LIABILITIES 


RESERVE—for unearned premiums, representing the 
premiums for the unexpired term of policies in 
force on December 31, 1931 


RESERVE—for losses: Substantially all current losses 
not yet due and in process of adjustment 


RESERVE—for Federal, State and other taxes in re- 
spect of 1931 business 


RESERVE—for all other items of incurred liability. . . 
*RESERVE—for depreciation in securities 
CAPITAL STOCK 


$3,848,030.85 
448,004.03 


127,246.06 
93,313.10 
1,350,496.00 
2,000,000.00 
Total Liabilities 
The difference between the Assets and Liabilities leaves 
a NET SURPLUS of 


$7,867,090.04 
1,373,156.19 
$9,240,246.23 








*Note: This Reserve represents the difference between 
the values of securities as defined by the National Con- 
vention of Insurance Commissioners as of June 30, 1931, 
and the Actual Market Values as of December 31, 1931. 


oa 


Surplus to Policyholders .$3,373,156.19 


(Market Values as. of December 31, 1931) 
Surplus to Policyholders. .$4,723,652.19 


(Insurance Commissioners’ Convention Values) 


EXECUTIVE OFFICES 


150 WILLIAM STREET New York 





as assistant to Henry Hogue. Culver’s 
answer was this: “It sounds appealing, 
but I want to know if it is agreeable to 
Mr. Hogue.” Brewster said Yes. It was 
Hogue who had made the suggestion. 

About this time Mr. Culver got mar- 
ried; so the Culvers went to Atlantic City 
on a honeymoon, from there going to 
Hartford. 

Association with O. E. Lane 

With the Scottish Union & National 
Mr. Culver began to have contacts with 
executives of other companies and it was 
not long before he became well-known 
and liked in the business. Eventually he 
became assistant to United States 4 
ager Brewster. In the meantime, O. E 
Lane had gone with the Scottish Union 
& National; had later been made assis- 
tant manager of the Yorkshire; went to 
the Niagara with Charles Coffin ‘when the 
latter became president. Coffin died a 
few weeks after taking the post and the 
Niagara called back Harold Herrick as 
president until the end of the year and 
then Mr. Lane was made president. In 
1917 Mr. Lane sent for Mr. Culver and 
asked him to become associated with the 
Niagara. He did and became vice-presi- 
dent with Mr. Lane as president. It 
was a decidedly close relationship with 
Culver having joint managerial control 
of the company affairs with the presi- 
dent. When the Niagara joined the 
America Fore organization Mr. Culver 
became vice-president of those compa- 
nies, and has assisted President Haid in 
the underwriting affairs of all the com- 
panies in the Group. 

Committee Work 

Mr. Culver has done his share of com- 
mittee work. For three years he was 
chairman of the Fire Prevention Engi- 
neering Standards committee of the Na- 
tional Board of Fire Underwriters. While 
a-committee on fire prevention has ex- 
isted since 1892 the present work of the 
Fire Prevention and Engineering Stand- 
ards committee is the direct outgrowth 
of the Baltimore Conflagration of 1904. 
At that time the fire companies realized 
that the increasing congestion of values 
in cities where they could be affected by 
great conflagrations represented a seri- 
ous menace to the public and to the fire 
insurance business. The crowding of 
populations into city limits in itself pro- 
duced a fire hazard which called for ex- 
pert study and systematic measures for 
fire protection and prevention. For the 
purpose of studying these conditions 
there was organized a special commit- 
tee of twenty, but the work got so im- 
portant that it was apparent it was 
necessary to develop it upon a perma- 
nent basis. The present committee main- 
tains a force of highly qualified fire nre- 
vention engineers who operate generally 
in field parties of three. An engineer 
trained in waterworks practices, a me- 
chanical engineer to report on fire de- 
partments, and fire alarm systems; and 
a structural engineer to investigate phys- 
ical conditions in the mercantile and 
manufacturing districts. 

Mr. Culver is vice-president of the 
New York Board of Fire Underwriters 
and his chief committee work there has 
been on the Patrol Committee. This 
committee dates back many decades and 
the patrol has saved literally millions of 
dollars’ worth of property. It is one of 
the most valuable adiuncts of the fire in- 
surance business. He is also a director 
of the Underwriters Salvage Co., and a 
member of its executive committee. At! 
the present time he is vice-pres‘dent of 
the Southeastern Underwriters Associa- 
tion. 

Has Son at Cambridge 

Mr. Culver belongs to the Downtown 
Association, Montclair Golf Club and 
Drug & Chemical Club. A son. Don- 
ald Stewart Culver, after graduation 
from Princeton last June, is now a stt- 
dent in Cambridge, England. Donald 
Culver has heen interested in art, 
archeology and writing. x 

As will be seen by this story the office 
of the presidency of the America Fore 
companies will be filled by a man of wide 
experience in the business, skilled in its 
technique and having qualities which 
contribute to the fine esprit de corps of 
that organization and those associated 
with it. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








In conversation recently with a chief 
executive of a prominent company (not 
located in New York City or Hartford) 
the old question arose as to how the ex- 
ecutives of forty or thirty years ago 
would have fared if they had had the 
strenuous conditions to cope with that 
executives have to battle with today. My 
guess is that they would do all right, 
thank you, as their all around experience 
and sound common sense would stand 
them in good stead at any time and un- 
der any conditions. 

They had not been handicapped by too 
much “paste board” and committee un- 
derwriting (i. e., underwriting from 
maps, inspection reports, engineer’s re- 
ports and machine-made rates and too 
much delegation of authority to hun- 
dreds of bureaus, committees, etc.) and, 
I think had a pretty broad outlook on 
men and matters insurance-wise. When 
you think of men like Chase of the Hart- 
ford, Cunningham and Little of the 
Glens Falls, Stevens of the Agricultural, 
Evans of the Continental, Schumann and 
Edwards both of the old Germania, 
Browne of the Connecticut, Case and 
Packard of the London Assurance, Jen- 
ness of the Aetna (and other affilia- 
tions), Beddall of the Royal, and others 
I knew well, I think they would “stack 
up” pretty well even today and come out 
on top. 

¢¢s 
Loyalty to One’s Company 

In my many years of field work I have 
had many peculiar propositions put to 
me by agents that bordered on the dan- 
ger line as to ethics and loyalty on the 
part of a loyal fieldman, but one that 
happened in 1931 takes the cake, One 
agent proposed that I should “ease up” 
as to several matters desired by the com- 
pany because he said I might not al- 
ways be with that company and should 
as a matter of policy try to keep his 
good will by being disloyal to my com- 
pany, so that later I could enter his 
agency with some other company if I 
made a change or was let out. My an- 
swer was that that would be treason on 
my part and that I would have to take 
my chances with him in the future at 
my peril, as I certainly would be loyal 
to my present affiliation come what may. 

es ¢ 


Unsung Heroes 

At times we are apt to become dis- 
couraged and hopeless in a business or 
personal way, but in such moments it 1s 
well to realize that we may be better off 
than many, many others. I knew an 
agent at Scranton, Pa. whom I visited 
In 1919, as general agent of the National 
Liberty, with our Pennsylvania special 
agent, Charlie Uhlig, who was paralyzed 
from the neck down and though lying in 
bed helpless kept up his spirits, his busi- 
ness and his contact with men. What 
tremendous pluck! Casually I told him 
of the fatal illness of a beloved daughter 
at the time, and about a month after he 


wrote me a fine letter of consolation 
through his secretary notwithstanding all 
his own sufferings. What a hero! Such 
bravery transcends any military glory or 
facing of death, or bravery displayed in 
shipwrecks, saving of life, etc., and is 
comparable only to the fortitude shown 
by mothers and fathers in the daily un- 
romantic struggle to guard and bring up 
their children in the face of poverty or 
devastating sickness. 





AD CONFERENCE MEETING 





Executive Committee Gathers in New 
York; Several New Members 
Elected; Votes on Awards 


There was an excellent attendance at 
the executive committee meeting of the 
Insurance Advertising Conference: held 
in the Hotel Pennsylvania in New York 
on May 3, including J. E. Benedict, gen- 
eral program chairman for the next con- 
ference; C. A. Palmer, chairman of the 
fire and casualty group program; D. 
Bobb Slattery, chairman of the life group 
program; T. M. Rodlum, chairman of the 
life group exhibit committee; Stanley A. 
Withe, chairman of the fire and casualty 
group; Ralph Smiley, publicity chairman 
of the fire and casualty group. Bert N. 
Mills, president of the conference, pre- 
sided and the others present included 
Charles C. Fleming, Kenilworth H. Ma- 
thus, Bart Leiper, Fred L. Fisher, Ray 
C. Dreher, Chauncey S. S. Miller and 
Harold E. Taylor. 

The following new members were 
elected: Class “A”: Ed. C. Smith, Cin- 
cinnati; A. W. Spaulding, Hartford; J. 
Roy Kruse, Sacramento; Harry V. Wade, 
Indianapolis. Class “B”: Wilfred E. 
Jones, New York; Charles R. Tucker, 
Dallas. The committee voted to discon- 
tinue making awards by the parent body 
in connection with exhibits, the life 
group will make awards within their own 
group but the fire and casualty men will 
discontinue the practice. 





N. Y. SOCIETY NOMINEES 





A. R. Phillips of Great American Named 
For President; McGinley and Russell 
For Vice-Presidents 


Alexander R. Phillips, vice-president of © 


the Great American, has been nominated 
as president of the Insurance Society of 
New York, Inc. The other nominees are 
as follows: First vice-president, John 
McGinley, general manager of the Trav- 
elers; second vice-president, Joseph W. 
Russell, vice-president of the Aetna 
(Fire) ; secretary, Edward R. Hardy, sec- 
retary-treasurer of the Insurance Insti- 
tute of America, Inc., and treasurer, 
Frank F. Koehler of Koehler, Kemp & 
Koehler. 

Floyd R. DuBois of Frank & DuBois 
has been nominated as a director for a 
two year term. Those nominated as di- 
rectors for three years include Hale An- 
derson, vice-president of the Fidelity & 








Franklin W. Fort 


Casualty; Daniel F. Gordon, executive 
vice-president of the New York Board 
of Fire Underwriters; Edwin K. Kopf, 
assistant statistician of the Metropolitan 
Life; Rudolph C. Neuendorffer, secretary 


of the Guardian Life, and Kenneth 
Spencer, vice-president of the Globe In- 
demnity. The elections will be held at 
the annual meeting of the society on 
Tuesday, May 17. 


EXCELSIOR INCOME GAINS 
The premium income of the Excelsior 
of Syracuse, N. Y., the company owned 
by well-known local agents, thus far in 
1932 has exceeded that for the same pe- 
riod of last year, according to President 
Fredrick V. Bruns. 


Suburban Ass’n 


(Continued from Page 24) 
surance Fund on workmen’s compensa- 
tion risks. 

The speaker of the day was R. J. 
Tierney, a prominent grocer of Roches- 
ter, who as one of the heads of the Civic 
Defence League of that city has for sev- 
eral years been fighting the inroads of 
cut-rate merchandise from chain stores 
on the local storekeepers. He spoke be- 
fore the annual convention at Syracuse 
last year of the New York State Asso- 
ciation of Local Agents and tied up his 
remarks with insurance by comparing 
the local agent with the local merchant 
and the expanding chain stores with low 
rate mutuals. 

Mr. Tierney dramatically portrayed 
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Fire Reinsurance ‘Treaties 


(Denmark) 


Thomas B. Donaldson 


18 Washington Place, Newark, N. J. 








the efforts of housewives, and men, too, 
to save expenses by buying from the 
chain stores, thus putting local mer- 
chants out of business, increasing local 
unemployment and forcing these same 
families which patronize the chain stores 
to contribute more than their “savings” 
to unemployment funds. The speaker 
made a plea for the local business man, 
whether he is an insurance agent, a 
storekeeper or a manufacturer. 

Chain stores, owned generally at some 
center where only a minute percentage 
of their products are sold at retail, “pipe- 
line” the funds of local communities 
away from these places to their ultimate 


detriment, Mr. Tierney said. He strong- 
ly upheld the principle of reciprocity in 
all lines of business and told of his ad- 


miration for “Duke” Potter of Rochester 
who is fighting for reciprocity. 
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Canadian Fight On 
Insurance Control 


PROVINCES VS. THE DOMINION 





Compromise Efforts Have Failed on Bills 
At Ottawa; Provinces Won Decision 
In England in 1931 





Despite a decision of the Privy Coun- 
cil of Great Britain last year that con- 
trol of the insurance business in Canada 
rests with the provinces and not with the 
Dominion Government at Ottawa the lat- 
ter is again seeking to secure this con- 
trol. Charles Lanctot, assistant attor- 
ney general of Quebec, who has been to 
Ottawa to defend the authority of the 
province in matters of insurance regu- 
lation, has reviewed the negotiations be- 
tween Senator Meighen of the Dominion 
government and representatives of Que- 
bec, Ontario and British Columbia in a 
recent issue of Le Soleil, a newspaper 
published in the city of Quebec. His 
statement of the situation in Canada fol- 
lows: 

“The Federal Government, urged to 
this principally by the department rather 
than by the Government itself, attempt- 
ed by two bills presented to the Senate 
to retain the control of insurance. Al- 
ready they have withdrawn two measures 
presented at the beginning of the ses- 
sion and have replaced them by two oth- 
ers which have been the subject of the 
conference at which we were present. 

“To summarize, the object of these 
two measures is to control or regulate 
the business of insurance. The Gov- 
ernments of Quebec and Ontario have 
attempted to persuade the Federal Gov- 
ernment to change its policy and negotia- 
tions of considerable length have fol- 
lowed. I must say that under the direc- 
tion of the Hon. Arthur Meighen, the 
discussions were marked by the greatest 
courtesy and by a desire to succeed in 
finding what would be best adopted to 
protect the great business of insurance. 


Provinces Fight Move By Dominion 


“Nevertheless the strenuous efforts of 
the Dominion were doomed to failure. 
The provinces attempted to have the 
consideration of the bills postponed so as 
to permit the Dominion and the prov- 
inces to meet again during the Parlia- 
mentary vacation in order to agree upon 
a bill which would be valid from the 
constitutional point of view. 

“We offered various suggestions or 
compromises which all depended on the 
consent of the Dominion to withdraw its 
two bills. Ottawa has refused to accept 
these suggestions and the result is that 
we have been forced to protest their en- 
actment and to declare that the provinces 
will retain their freedom of action in or- 
der to be able to defend their rights be- 
fore the courts. 

“Matters have reached this stage. The 
bills have been actually discussed before 
the committee of the Senate upon the 
assumption that they are within the leg- 
islative competence of the Dominion. We 
did not wish to participate in the dis- 
cussion before the Senate because we do 
not recognize its jurisdiction on this sub- 
ject. 

“The result of all this will be that if 
the Dominion through its Department of 
Insurance attempts to enforce its law by 
proceedings against the companies, or in- 
dividuals, officers of these companies, the 
Provincial Governments will intervene 
again to defend the companies or their 
officers who have been attacked. 

“In spite of the negative result of the 
negotiations, I am certain that the Gov- 
ernment of Quebec, which realizes the 
importance of the interests at stake, of 
the insurers as well as the insured, will 
not refuse the invitation of the Domin- 
ion to reopen the negotiations, notwith- 
standing the fact that the Government of 
Ottawa will likely have had its two bills 
adopted by Parliament. 

“T am happy to say that it is gratifying 
that the Province of Ontario of which 
the government is not inspired by the 
same political gospel, remains a faithful 
ally of the Province of Quebec in this 
struggle with the Dominion in the matter 
of insurance.” 


HOLDS RIDERS OPERATIVE 





Indiana Supreme Court Decides Insur- 
ance Co. and Assured Knew 
Intent of Rider 

When a rider excluding liability for 
loss to dynamos from damage by light- 
ning without fire is attached to a com- 
bined fire, lightning and tornado insur- 
ance policy, it was the intent of the 
parties that the rider should be oper- 
ative, the Indiana Supreme Court has 
just held in the case of United States 
Fire Co. v. Banks of Wabash, Inc. 

The appellee, operator of a radio sta- 
tion, insured its radio equipment under 
the combined policy. Attached to the 
policy as a rider was a provision that if 
the property insured was dynamos, etc., 
and there was damage from lightning, 
there should be no liability unless fire 
resulted and then only for the damage 
done by fire. The entire provision was 
to be void if attached to a tornado policy. 

The damaged property was of the class 
described in the rider and there was no 
fire, but the appellee relied upon the fact 
that the policy covered tornado damage 
as well as fire and lightning and there- 
fore, it contended, the rider was void. 

The court stated that it could not per- 
ceive any reason for the attachment of 
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the rider to the policy and the accept- 
ance of the policy with the rider unless 
it was intended to be operative. The 
intent of the parties will control, it was 
held, and the apparent intent was to ex- 
empt liability to dynamos, etc., from 
damage by lightning without fire. 





VERMONT AGENTS’ MEETING 

The spring meeting of the Vermont 
Association of Insurance Agents will be 
held at Brattleboro, May 24. 


BLUE GOOSE CONVENTION 

The annual meeting of the Grand Nest 
of the Honorable Order of the Blue 
Goose, International, will be held at 
Jacksonville, Fla., some time in October. 
This is the home city of William F. C. 
Fellers, most loyal grand gander. It is 
planned to hold this convention so as 
not to interfere with any other associa- 


tion meetings being held during that 
month. 














1 









































"4 











= i) 


jor 


Fa gS 
" ee it || a 
By Demonstration: s 


How to Sell 
FIRE INSURANCE 


YlZ 2 


— 
_—— 


on HOUSEHOLD FURNITURE 








A 





Chartered 1849 
SPRINGFIELD, MASSACHUSETTS 
GEORGE G. BULKLEY, President 


Harding & Lininger, Mgrs, Chicago. John C. Dornin, Mgr., San Francisco. W. E. Findlay, Mgr., Montres) 


CONSTITUTION DEPARTMENT, Springfield, Massachusetts 
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MICHIGAN FIRE & MARINE INSURANCE COMPANY, Detroit, Michigen 
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solar plexus blow may be an illegal punch, but it is 

the wallop that will put across your story advocating 
adequate fire insurance on household furniture and per- 
sonal effects. At least we submit the above to prove that 
you will get action. And that is what you want. Action on 
the part of your prospects to take a household inventory. 
Action to buy fire insurance required by that inventory 
. .. ‘Springfield Group” Sales Broadsides are advising 
definite action to help you sell more insurance. If inter- 
ested, write for copies. 
THE SPRINGFIELD GROUP OF FIRE INSURANCE COMPANIES 


SPRINGFIELD FIRE AND MARINE INSURANCE COMPANY 


Cash Capital, $5,000,000.00 
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Chicago Seeks to Cut 
Auto Theft Losses 

ANTI-PARKING B 

Automobile Owners Complain That 


Garage Rents Are Too High; Open 
Lots May Be Used More 


BAN PASSED 








It was insurance underwriters that 
sponsored and demanded enforcement of 
the new all-night parking ban in Chicago, 
which brought action from the police last 
week who are attempting to drive ap- 
proximately 250,000 all-night curb park- 
ers off the streets and thereby better 
conditions that have led to numerous 
thefts and increased automobile theft in- 
surance rates. While it was felt last 
week that racketeers were using influ- 
ence to get the ordinance enforced mere- 
ly to get a “cut” of the $30,000,000 garage 
rentals that might result from such a law, 
it is admitted now that the insurance 
men were the chief ones urging the po- 
lice to get busy. 

A review of the determined effort to 
cut losses due to auto thefts in Chicago 
will be of interest to all who are engaged 
in the automobile insurance because the 
work done there up to the present time 
may make its influence felt in other large 
cities where curb parking during the late 
hours has become a general bad habit. 

Leslie Sorenson, city traffic expert, and 
Robert Nau, traffic engineer for the Chi- 
cago Association of Commerce, have ex- 
plained the details of the plan that limits 
parking to thirty minutes between the 
hours of 2 and 6 a. m. anywhere within 
the city limits of Chicago. With theft 
insurance rates mounting proportionate 
to the number of thefts the insurance 
board men were stirred into action, 
warning that rates would continue to 
rise until the other variable—thefts— 
showed a decline. Commissioner of Pub- 
lic Works Sprague appointed a commit- 
tte to study the problem composed of na- 
tionally prominent traffic experts, includ- 
ing Messrs. Sorenson and Nau, Dr. Mil- 
ler McClintoc, chief of the bureau of 
traffic research at Harvard University, 
and Captain Matthew Zimmer of the po- 
lice stolen car detail. 

Car Owners’ Dilemma 

Tht 25% garage clause recently includ- 
ed in Chicago insurance theft policies 
making it necessary for car owners to 
stand one-fourth the loss suffered by the 
theft of their cars, has not encouraged 
the sale of theft insurance, for garage 
rents in Chicago are rather high. Many 
motorists are either dropping their theft 
insurance or accepting the 25% clause 
rather than pay the exhorbitant rentals 
that run as high as $300 a year, in some 
instances, and rarely lower than $120. 
This amount to some car owners is more 
than one-fourth the value of their cars 
and they are content to take a chance 
and collect three-fourths the value of 
the car should it be stolen. 

lhe Chicago Auto Trade Association 
has gone on record as against this ordi- 
nance, passed last June against long 
night parking. 

Ninety days ago theft insurance rates 
were raised in Chicago 50% on small cars 
and 30% on large cars. Cars and parts 
stolen in Chicago last year were valued 
at $6,000,000. In answer to the ban on 
all night curb parking, a former police 
otficial recommends that there are a lot 
ot unemployed men that would jump at 
the opportunity of acting as a guard for 
cars parked in vacant lots by night. Own- 
€rs of vacant lots welcome any chance 
lor a small revenue on their non-revenue 
producing property, and arrangements 
could be made to charge fifteen cents" 
per night, ten of which would go to the 
unemployed and five to the property 
Owners. This suggestion already has 
been followed with success, netting a tidy 
sum to both property owners and the 
guards and affording car owners inex- 
pensive parking and insurance compa- 
nies no small relief with the knowledge 
that the theft hazard is reduced to prac- 
tically nothing. 

A test as to the constitutionality of the 
Parking ordinance is being made, and 


certain defects may cause it to be invalid. 
In the meantime a drive will commence 
immediately, according to police commis- 
sioner Allman of Chicago, to enforce this 
ordinance. 





MUTUAL GRANTED EXTENSION 
The Mutual Fire in Hartford County, 
Md., has been given an additional ninety 
days from April 30 by the Virginia State 
Corporation Commission in which to re- 
store its surplus to the minimum require- 
ment of $200,000. The company was first 
cited before the commission early last 
year when it developed that its surplus 
had fallen to $115,000. Since then the 
surplus has been increased to $170,000. 


WITH ZWEIG, SMITH & CO. 

The Palatine of the Commercial Union 
group has appointed Zweig, Smith & Co., 
Inc., of 85 John Street as New York City 
fire agent. This agency also represents 
the National Fire of Hartford, the Fi- 
delity & Guaranty Fire of Baltimore and 
the Continental Casualty. 





FULTON FIRE AGENTS IN N. Y. 

The Fulton Fire has appointed the 
General Fire Agency at 500 Fifth Avenue, 
as New York metropolitan agents. Mil- 
ton P. Kirtland and Oscar Dennemann 
are the members of the agency. 


BAILEY HEADS PACIFIC BOARD 

A. T. Bailey of the North British & 
Mercantile group was yesterday elected 
president of the Board of Fire Under- 
writers of the Pacific at the annual meet- 
ing held in San Francisco. R. H. Grif- 
fith of the Glens Falls is vice-president 
and H. F. Badger secretary. H. L. 
Simpson, associate Pacific Coast man- 
ager for the Great American and Phoe- 
nix of Hartford groups, who as vice- 
president of the Board was in line for 
the presidency, declined to accept this 
high post because his business affairs 
took him away from his headquarters a 
large part of the time. McClure Kelly 
is the retiring president. 
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Through the stresses and strains of the worst period 
in business history, The Citizens Insurance Company 
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and policy holders. 
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ing now for a bigger and more substantial future. 
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portunity to agents of the better type, who are build- 
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Retail Stores Enjoy 
Good Rates Buyers Say 


AMERICAN MANAGEM’T MEETING 





Clark of National Retail Dry Goods 
Ass’n Urges National Uniformity in 
Policies and Rate-Making 





Each trade or craft has its peculiar in- 
surance problems which the trade asso- 
ciation of the industry can do much to 
solve, John G. Clark, director of insur- 
ance, National Retail Dry Goods Asso- 
ciation, said in an address before the 
Insurance Division of the American 
Management Association, at the Hotel 
Pennsylvania in New York City, yester- 
day afternoon, 

A number of instances in which the 
National Retail Dry Goods Association 
has been able to help retail stores to 
solve insurance problems were cited by 
Mr. Clark. “Some years ago,” Mr. 
Clark said, “retail stores were confronted 
with an unsatisfactory situation in con- 
nection with insurance protection on 
shipments of merchandise in transit. The 
traffic group of the National Retail Dry 
Goods Association made a careful study 
of the subject both from the standpoint 
of the store and of the common car- 
rier. Transit policies up to that time 
were full of exclusions and more or iess 
ambiguous clauses that were the sources 
of misunderstanding at the time of loss 
adjustments. 

Low Rates Now on Inland Lines 

“A policy form was developed and sub- 
mitted to a number of insurance officials 
who due to their lack of courage de- 
clined to accept the form because it was 
considered too liberal,” Mr. Clark con- 
tinued. “Finally, a large insurance com- 
pany agreed to try it and after a year or 
two showed a nice profit on the under- 
writing. As is usually the case once ex- 
perience is gained, nearly all the compa- 
nies writing inland marine coverage fin- 
ally adopted the form or slightly amend- 
ed it so that now retail stores are en- 
joying broad coverage at very fow rates 
as compared with those previously in 
ctfect. 

“One of the unfortunate obstacles 
from the Association point of view is 
the fact that there are as many different 
insurance laws as there are states,” Mr. 
Clark said. “In addition to the premium 
taxes paid by the companies and col- 
lected indirectly from the policyholders, 
the insurance companies are burdened 
with other heavy expenses in connection 
with different policy blanks, annual 
statements, licenses and fees, all of 
which are paid indirectly by the as- 
sureds,” he stated. 

Mr. Clark expressed the wish that 
there might be a national standard in- 
surance policy for each type of insur- 
ance for use in each and every state 
with uniform rate making facilities under 
the jurisdiction of one national authority. 
Much of the discrimination would then 
disappear, he said, the insurance com- 
panies would be able to operate in a 
more satisfactory manner and _ policy- 
holders would be able to enjoy broad 
coverage at lower costs. 

Mr. Clark suggested that perhaps or- 
ganized insurance activity within the 
American Management Association and 
other trade associations in co-operation 
with the insurance carriers will ultimate- 
ly bring about an ideal situation. 

The effort started by the controllers’ 
congress of the National Retail Dry 
Goods Association seven or eight years 
ago to develop a satisfactory use and 
occupancy form for retail stores, one 
easily adaptable to the fluctuation of 
business earnings from day to day, cul- 
minated in the adoption of the coinsur- 
ance principle for use and occupancy in- 
surance and removed the major com- 
plaints against the old per diem form. It 
is believed that the reduction in annual 


General Average in 
Inland Navigation 

SEVERAL AUTHORITIES CITED 

G. Hochgraber of Berlin Considers 


Settlement of Loss Caused by Colli- 
sion of River Craft 








An interesting discussion of general 
average as respects inland marine navi- 
gation is presented by G. Hochgraber of 
Berlin in the current issue of The Ma- 
rine Underwriter, published by the In- 
ternational Union of Marine Insurance. 
In this article Mr. Hochgraber considers 
a collision between two river boats and 
then applies the Geriman, British and 
French laws on general average. His 
own conclusion is that the damage done 
constituted general average. He writes 
as follows: 

The following case, which was recent- 
ly brought before me, gives rise to vari- 
ous remarks with respect to general 
average law: 

A tug with a tow bound up the River 
Elbe, when passing at a bend in the 
river a river craft proceeding down- 
stream, signalled to keep clear to the 
left. However, in the opinion of the 
skipper, if complying with this request, 
his craft would have driven on the groins 
and in consequence thereof incurred 
heavy damage. In these circumstances, 
he contended, he decided at the last mo- 
ment to pass on the right, although he 
realized the danger of coming into colli- 
sion with one or perhaps several of the 
barges in tow. In fact, a collision did 
occur between the craft and one of the 
barges, resulting in damage to both ves- 
sels. The owners of the craft claimed 
the admission as general average of the 
damage incurred by their vessel as well 
as that caused to the other barge for 
which they were held responsible. The 
adjuster, who submitted the case to me 
for consideration, commented on it as 
follows: 

Comments of Adjuster 

“(1) First of all, the situation seems 
somewhat doubtful as I hardly believe 
that the brain powers of the skipper 
functioned in such a precise manner. 

“(2) He was in distress and simply 
compelled to pass on the right so that 
he could not choose between various al- 
ternatives the one which seemed the 
most advantageous to him. 

“(3) Finally, I rely in particular on 
Ulrich, General Average and Schaps, 
German Maritime Law, my argument be- 
ing, that the skipper, by keeping to the 





cost of use and occupancy insurance for 
department stores has already exceeded 
the annual dues to the National Retail 
Dry Goods Association. 


right, merely endeavored to avert a dam- 
age which would have arisen to a far 
greater extent had he passed on the left, 
as he was requested to do by the tug. 

“Now, the shipping company argues 
that, if this reasoning were justified, 
hardly any damage would be allowable 
in general average. It must be admitted 
that this is a pertinent remark.” 

I propose in the following to consider 
one by one the points raised by the ad- 
juster against the admission of the dam- 
age in general average. 

German Law on Subject 

(1) Intentional Act. Art. 78 German 
Inland Navigation Act as well as Art. 
700 Commercial Code (in respect of 
ocean shipping) stipulate that the loss or 
damage, in order to be general average, 
must be caused intentionally, that is to 
say, the act must be a voluntary one 
with the knowledge that a sacrifice might 
eventually be necessary. Hence there 
must be a presumption that damage is 
possible, and the firm will to put up 
with it. Where the possibility of dam- 
age was taken into consideration, but the 
measure subsequently causing the dam- 
age was originally adopted in the hope 
of averting it, there is no general aver- 
age. This is an acknowledged rule of 
general average both with regard to 
ocean shipping and inland navigation. 

Should the skipper, in the case under 
consideration, have realized the proba- 
bility of a collision and acted as he did 
in spite of this, the prerequisites to an 
intentional act are given. If, on the 
other hand, he hoped to pass clear of 
tug and tow, the consequent loss cannot 
be allowed as general average. 

An analogous case is the following :— 
A vessel intended to pass a tug and tow. 
With a view to avoiding a collision in 
the narrow fairway she kept so close to 
the bank of the river that she ran 
aground. It appeared from the evidence 
that the skipper had been aware of the 
danger of running ashore, but had hoped 
until the very last moment to succeed in 
passing between the tow and the river 
bank. The Hanseatic Superior Court 
held that this was not a general average 
act, because the skipper did not inten- 
tionally incur the damage. 

Want of Freedom of Decision 

(2) Want of Freedom of Decision. In 
my opinion, the skipper was not “simply 
compelled to pass on the right.” The 
ship*might just as well have kept to the 
left, in which event, under prevailing 
circumstances, “she would have driven 
on the groins and incurred heavy dam- 
age,” which might very well have con- 
stituted general average, for it can hard- 
ly be denied that the stranding would 
have been voluntary, and the common 
peril consisted in the collision with the 
tow, which was inevitable had the craft 
proceeded in that manner. It might be 
argued that, had the skipper continued 
his course, the peril would have been 
due to his fault; but this reasoning can- 
not hold good, because the right to con- 
tribution in general average shall not be 
affected by any such default. 

It is evident, therefore, that the skip- 
per was in a position to choose between 
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different measures, and so he did (pro 
vided that, as explained under item 1, 
the collision with the barge in tow was 
intentional). Incidentally, the question 
of freedom of decision is a peculiar mat 
ter. Take, for instance, the case of vol- 
untary stranding in a position of ex 
tremity, which is generally recognized as 
a general average act, although there is 
a wide difference in view on the subjec: 
(see item 3). The situation is such that 
the vessel is inevitably carried towards 
the shore, but the master is in a posi- 
tion to select within narrow limits th¢ 
spot, the time and the circumstances oi 
beaching her. This is doubtless a typi- 
cal case of want of freedom of action, 
and yet it is treated as general average 

(3) The Reference to Ulrich applies 
to the following passage: 

“There is no general average where 
the master cannot escape the peril and 
his measures merely aim at minimizing 
the loss or damage.” 

Schaps formulates this rule in almost 
identical terms and in a footnote adds 
the following:—“For instance, the 
stranding is inevitable and the master 
endeavors to run the vessel ashore at a 
place where she suffers the least dam- 
age.” However, this passage is incon- 
sistent with the author’s comments on 
voluntary stranding which he considers 
as being in the nature of general aver- 
age. On the other hand, Mr. Sieveking, 
in his treatise on German Maritime Law, 
is absolutely firm in maintaining that the 
decisions of the courts whereby volun- 
tary stranding is deemed to constitute 
general average “are not in line with the 
statutory rules.” 

English Legal Views 

In English law also the question as to 
whether voluntary stranding shall be the 
subject of general average, is of a some- 
what controversial nature. Whereas 
Lowndes, On the Law of General Aver- 
age, takes the view that, where it can be 
proved that a grounding somewhere is 
certain, there is no sacrifice, the editors 
of the latest edition disagree. Arnould, 
On the Law of Marine Insurance and 
Average, and Carver (Carriage of Goods 
by Sea) are in favor of allowing the 
loss in general average. In Art. 388, last 
sentence, it is stated that “It seems 
probable that losses by a_ stranding 
would be held to be general average 
losses where there has been really a vol- 
untary act, although done in a hopeless 
extremity.” Hence it would seem that 
this is the predominating English opinion. 

York-Antwerp Rule V expressly states 
the exceptions to the allowance as gen- 
eral average of loss caused by voluntary 
stranding. 

The comparative study of German, 
English and French law is intended to 
show that the words quoted from Ulrich 
by the adjuster are not to be interpreted 
as a hard and fast rule. But even if 
they were applicable without any quali- 
fication, they would not affect the case 
under consideration:—Had the craft 
proceeded on its course, there was the 
danger of a collision with the tug and 
tow, and if it turned to the left there 
was the peril of driving on, the groins. 
The skipper intentionally tried to avoid 
this latter danger—and succeeded in 
escaping it. The facts of the case are, 
therefore, different from the one on 
which Ulrich bases his conclusion. 


AUTO RATE HEARING IN VA. 

June 14 has been set as the date for 4 
hearing before the Virginia State Cor- 
poration Commission on proposed in- 
creases of automobile fire and_ theft 
rates, as revised by the Virginia insur- 
ance rating bureau. The new schedule 
contains a number of increases in the ‘ire 
rates. Special additional coverage ¢"- 
dorsement premium of $4.50 per car }S 
changed to $6.50 on cars of list price be- 
tween $2,000 and $4,999 and to $9 on 
cars over $5,000. 


STANDARD MARINE FIGURES 

The 1931 home office statement of the 
Standard Marine of England shows that 
the net premiums amounted to £481,713 
compared with £511,533 in 1930. The net 
losses paid and outstanding were £338,959 
as against £428,091. 
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F. Highlands Burns Is 
Re-elected President 


ASS’N OF C. & S. EXECUTIVES 





Interesting Discussion of Credit Infor- 
mation Exchange at Annual Meet; 
Jones and Lott Also Re-elected 





lhe Association of Casualty & Surety 
Executives held its annual meeting on 
Tuesday at 1 Park Avenue with a big 
attendance. F. Highlands Burns, Mary- 
land Casualty, was re-elected president; 
Edson §. Lott, United States Casualty, 
vice-president, and F. Robertson Jones 
ecneral manager and secretary. Mr. 
Jones gave a verbal report on the legis- 
lative activity of the Asscciation for the 
past year, indicating the intensity of the 
various state sessions. 

One of the interesting topics discussed 
was a proposal for an inter-company ex- 
change of credit information on agents, 
a problem upon which the Casualty Man- 
agers’ Club of New York has been work- 
ing for some time in co-operation with 
the Insurance Accountants’ Association 
if New York. Mr. Jones was requested 
to confer with these two bodies on prog- 
ress made to date. 

lhe Massachusetts compulsory auto- 
mobile situation was also discussed in de- 
tail. 

Executive Committee Increased 

The executive committee of the Asso- 
ciation has been increased from nine to 
twelve company members. Newly elect- 
ed were the Travelers, Ocean Accident 
and Massachusetts Bonding: re-elected: 
\etna Life, Hartford Accident and 
Great American Indemnity. Other com- 
pany members are Indemnity Insurance 
Co. of N. A., Globe Indemnity, National 
Surety, United States F. & G., Employ- 
ers’ Liability and New Amsterdam Cas- 
ualty. The Association membership 
stands at sixty companies. 





SELECT INFORMAL TOPICS 





Casualty Actuarial Society Will Discuss 
Present Status of Six Casualty Lines 
From Loss and Expense Angles 
The Casualty Actuarial Society has de- 
cided that the informal discussion period 
at its forthcoming spring meeting on 
May 20 in Hartford will feature the fol- 
lowing two questions having to do with 
these casualty lines: Accident & Health, 
Automobile, Burglary, Compensation, Fi- 

delity & Surety and Public Liability. 

_ The questions are: In each of these 
lines what reactions have been observed 
or may be expected under present condi- 
tions in loss incidence, loss cost, ex- 
pelises, reserves and rates? 2. What 
may be done to overcome or reduce ad- 
ver effects? Separate speakers have 
becn selected to lead the discussions for 
each of these lines. 

_the informal discussion period of the 
Casualty Actuarial Society meetings, in- 
augurated several years ago, has been 
one of its most attractive features. 


L. D. ROBERTS DEAD 
L. D. Roberts, an inspector in the 


Western department of the Bankers In- 
demnity in Chicago, died Monday. 











CASUALTY AND SURETY 








National Bureau’s Busy 
Year Reviewed by Beha 


ALL RE-ELECTED AT MEETING 





R. J. Roundtree New Comptroller; New 
Publicity Governing Committee Voted; 
Executive Committee Increased 





The annual meeting of the National 
Bureau of Casualty & Surety Underwrit- 
ers on Wednesday at the Walkdorf-Asto- 
ria Hotel, New York, goes down in his- 
tory as one of the best attended and 
most satisfactory in recent years. All 
3ureau officers were re-elected, James A. 
Beha as general manager and counsel; 


William Leslie and Albert W. Whitney 
as associate general managers, and E. E. 


JAMES A. BEHA 
Re-elected General Manager 


Robinson as secretary. R. J. Roundtree 
was appointed comptroller by amend- 
ment to the constitution providing for a 
secretary and a comptroller instead of 
a secretary-treasurer. C. J. Haugh was 
elected Bureau actuary. 

One of the highspots of the gathering 
was the annual report by James A. Beha 
in which the general manager went into 
detail on the increased activity of the 
Bureau in all departments for the past 
year. He told about co-operation wher- 


ever practicable with the National Coun-~* 


cil on Compensation Insurance and state 
rating boards in an attempt to improve 
the unsatisfactory situation in that field; 
also about the improvement in the rate 
situation in Bureau lines which, he said, 
had been helped by Superintendent Van 
Schaick’s decision in January to require 
filing of independent company rates. 
Progress in Other Activities 

On the automobile liability rate situa- 
tion Mr. Beha noted a net country-wide 
increase of 11.8% effected in actual man- 
ual rates since January 1, 1931, to date; 
he emphasized that the trend continues 
upward in loss costs particularly on pub- 
lic liability coverages. 

During the year the Bureau put into 
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operation a new plan whereby its auto- 
mobile department computes the actual 
premium on state, county and municipal 
risks that publicly advertise for bids. 
Since this plan is an experiment, said 
Mr. Beha, it has so far been restricted 
to two states pending a study of the 
results. 

Other developments mentioned by Mr. 
Beha included: Jurisdiction by the com- 
pensation and liability department of 
personal liability insurance; the confer- 
ences on overlapping of burglary and 
marine coverages; the launching of the 
successful storekeepers’ burglary and 
robbery policy; a new church coverage 
policy; the new New York Plate Glass 
Service Bureau rendering a more com- 
prehensive service than previously given; 
greatly increased conservational activi- 
ties under the direction of A. W. Whit- 
ney and the enlarged scope of the Bu- 
reau’s claim department. 


Eighteen on Executive Committee 


By constitutional amendment the ex- 
ecutive committee membership strength 
was increased from seventeen to twenty. 
The following eighteen companies are 
now on the committee, the first three 
named being new members: 

Massachusetts Bonding, National Surety, Nor- 
wich Union Indemnity, Globe Indemnity, Aetna 
Life, American Surety, Fidelity & Casualty, 
Fireman’s Fund Indemnity, Great American In. 
demnity, Hartford Accident, Hartford Steam 
Boiler, ndon Guarantee, Maryland Casualty, 
New Amsterdam, Ocean Accident, Royal Indem- 
nity, Standard Accident and Travelers. 

On the automobile governing commit- 
tee as follows the Globe Indemnity is a 
newly elected member: 

Aetna Life, Continental Casualty, Globe In- 
demnity, Great American Indemnity, Hartford 
Accident, Massachusetts Bonding, Preferred Ac- 
cident, Travelers, United States F. & G. and 
Ocean Accident. 

A new, important governing commit- 
tee is the one directing the activities of 
the Bureau’s publicity department whose 
manager is T. B. Hanly. On this com- 
mittee are: Aetna Life, Globe Indemnity, 
Home Indemnity, Phoenix Indemnity, 
Standard Accident, Travelers and United 
States F. & G. The recommendation by 
the executive committee that definite de- 
partments of conservation and publicity 
be established to carry on the wide-flung 
activities of the Bureau along these lines 
was approved. 

Among the problems discussed at the 
meeting were the workmen’s compensa- 
tion rate situation, automobile rates, con- 
servation, medical and claim problems. 
There were close to 100 executives in 
attendance. 





City Surety Agents Status 

At a meeting of the New York City 
Agency Committee of the surety cost 
conference a week ago the present 
list of thirteen city surety agents was 
reviewed and it is learned that all ap- 
pointments will be in effect until May 
10. After that date Charles F. Mur- 
phy, Jr., Inc., 80 Maiden Lane, New 
York, will not appear on the list ac- 
cording to present plans. The death 
of John R. McDonald, head of M. F 
McDonald, Inc., Brooklyn, will not 
affect the McDonald firm’s status as a 
city surety agent. 











A. & H. MANAGERS PROGRAM 





June Annual Meeting Set for Chicago 
With Timely Topics Up for Discus- 
sion; Dates Are June 9-11 

L. D. Edson, Zurich, who is president 
of the National Association of Accident 
& Health Managers, has lined up the 
tentative program for the Chicago an- 
nual meeting of his organization on June 
9 to 11 at the Edgewater Beach Hotel 

Among the subjects to be discussed are 
the revised bureau program; discontinu- 
ance of disability clause in life policies 
as it may affect the business; enlarging 
the scope of the local club; agency prob- 
lems and building; the accident and 
health sales congress; the regional con- 
vention; facts on reimbursement feature: 
must underwriting be re-learned? Also, 
co-ordination of legal department and 
policy designer, and educational work. 
Able speakers are being picked to dis- 
cuss these problems. The annual ban- 
quet, with special entertainment, takes 
place June 10. 





J. R. McDONALD DEAD 


John R. McDonald, chief clerk of 
Kings County Surrogate’s Court, Brook- 
lyn, who was well known in metropoli- 
tan bonding circles as head of M. F. 
McDonald, Inc., one of the city surety 
agents, died a week ago of blood poison- 
ing. His funeral, on Monday, was at- 
tended by more than 1,500 persons in- 
cluding many of Brooklyn’s political 
leaders, judges and borough officials. 





AGENT ONCE AN AUCTIONEER 

Sam Plough, head of a Memphis 
agency which now represents the Massa- 
chusetts Bonding, was for years an auc- 
tioneer and widely known in the South 
in that capacity. 





GUARDIAN LIFE 





Established 1860 Under the Laws of the State of New York 


=e See 





17-23 John Street, New York 
COrtland 7-8300 





MANAGERS 


INSURANCE CO. sscttic 





Home Office, 50 Union Square, New York City 





Uptown 


578 Madison Ave.—Whlckersham 2-2627 
122 East 42nd St.—LExington 2-6715 
245 Fifth Ave.—AShland 4-1772 








Page 34 






Cans ual ara a Pee 
SN peak eee Va > See 








May 6, 1932 








C. H. Hansen Scores 
Vicious Deflation 


INTERNATIONAL RE. 1ST QUARTER 





Explains Surplus Drop of $176,000 and 
Speaks Frankly on Merged Co’s; In- 
dependence Indemnity Picture 





The International Re-Insurance of Los 
Angeles, headed by Carl M. Hansen, has 
reported on its first quarter’s operation 
for 1932, showing total income of $2,535,- 
000 as against $2,937,000 for the similar 
period of 1931. Disbursements during 
the same period were $1,837,000 compared 
with $2,567,000 for the same period a year 
ago. In other words, President Hansen 
points out, although income was $400,000 
less in the first quarter of 1932 than in 
1931 disbursements were $737,000 less, 
leaving a favorable balance of $328,000 
on an income and disbursement basis. 


Total excess of income over disburse- 
ments for the period, previous to divi- 
dend payments, amounted to $772,000. 
Dividends of $75,000 were paid during the 
quarter. 


Ravages of Security Depreciation 


A reduction of $176,000 is noted in 


surplus account for the period. This was 
occasioned by a further write-off of se- 
curity values in amount of $223,000. The 
total write-off on account of deprecia- 
tion in securities now amounting to $821,- 
000 as against $598,000 on December 3lst. 
Insurance reserves were increased by 
$530,000 and reserves for commissions, 
taxes and other liabilities were increased 
by $830,000. In addition to this, reserve 
for dividends to shareholders, payable 
April 1 of $75,000, was also.provided for. 

Total assets of the International Rein- 
surance as of March 31 amounted to 
$13,346,000 with net surplus of $2,611,000. 

Apropos of the ravages that security 
depreciation has caused insurance com- 
panies generally, it is interesting to note 
that the Independence Indemnity Co. of 
Philadelphia, owned and controlled by 
the same interests as is the International 
Re-Insurance, now represents the com- 
bined assets of the following companies 
absorbed by merger or purchase: Inde- 
pendence Indemnity, Commonwealth 
Casualty, American Mine Owners Cas- 
ualty, Liberty Surety Bond, Underwrit- 
ers’ Casualty, Public Indemnity, Georgia 
Casualty, the Hudson Casualty and Atlas 
Casualty. The total assets of these com- 
panies on December 31, 1929, were 
$37,711,000 with combined capital and 
surplus of $12,800,000. 

“Principally through depreciation of 
securities and excessive losses in the 


business occasioned indirectly by the dis- 
turbances in our economic system,” ex- 
plains Mr. Hansen, “this $37,711,000 as 
of December 31, 1931, has been reduced 
to $17,332,000, and the capital and sur- 
plus of $12,800,000 has been reduced to 
$4,442,000. In other words, $20,000,000 or 
practically 60% of the assets have dis- 
appeared without a single dollar having 
been taken out of the picture. More 
than 60% of the capital and surplus have 
also disappeared by the deflation in se- 
curity portfolios.” 
Has $30,000,000 Gross Assets 

The gross assets of the International 
Re-Insurance Corporation and the Inde- 
pendence Indemnity Co., controlled by 
the same interests, are now in excess of 
$30,000.000 with capital and surplus in ex- 
cess of $8,800,000. Although the corpora- 
tion has suffered on account of security 
depreciation, Mr. Hansen feels that it 
has fared better than most companies 
in that its total depreciation on its port- 
folio, measured by the values established 
by the National Convention of Insurance 
Commissioners, is less than 10%. 

In his opinion the so-called deflation 
through which business has been passing 
can no longer be called deflation. He de- 
scribes it as “destruction of inherently 
sound intrinsic values.” 





“Men do less than they ought unless 
they do all that they can.”—Carlyle. 











OST of the great casualty and marine 
insurance companies— and the principal 
underwriters— have their offices on or near 
Fulton and William Streets. 
Childs recognized the real need of a restaurant 
to serve this clientele and so opened at 136 
William Street their “Golden Hill” Restaurant. 
Already it has become the accepted place in 
this important district. The lower dining room 
with its round tables so adequate for confer- 


THE NATION’S HOST FROM COAST TO COAST 





GOLDEN HILL 


AT FULTON AND WILLIAM STREETS 











Gnsurance District 


ence groups, its semi-private accommodations 
for special occasions, combined with the recog- 
nized excellence of the food and service have 
daily increased the definite value of “Golden 
Hill” to the insurance men of New York. 

Many organizations are availing themselves 
of Golden Hill’s splendid banqueting facilities 
—and naturally as at all Childs restaurants 
the price is as low as is consistent with true 
Childs quality and service. 


“Ohe heart 
of the great 








High Insurance Risk In 
Chicago World’s Fair 


ESTIMATED AT OVER $25,000,000 





Insurance Pool to Be Clearing House for 
Handling Company Matters; Ex- 
hibitors’ Lists Growing Bigger 





The huge values involved in exhibits 
and buildings of the Century of Prog- 
ress to be held in Chicago in 1933 have 
been estimated variously by both World's 
Fair and insurance officials as ranging 
from $25,000,000 to more than $50,000,000 
While developments are still too pre- 
mature to permit any close estimates, the 
latter figure of $50,000,000 may lhe 
reached, these officials agree. 

Arthur Croxson, of Rollins, Burdick, 
Hunter & Co., in explaining the purpose 
of the recently announced World’s Fair 
insurance pool, said that it was to be a 
clearing house for handling the many in- 
surance transactions coming from this 
source, which will be distributed to com- 
panies in every part of the country. This 
distribution is a safety measure due to 
the concentrated nature of the World's 
Fair property, serving to avoid the 
chances of any one company bearing 
huge losses should the property be swept 
by fire or a tornado. Fire, tornado and 
lightning as well as inland marine lines 
are to be handled by the pool. 

Already more than 100 of the most in- 
fluential corporations in the country have 
contracted for large exhibit space includ- 
ing Sears, Roebuck & Co., Chrysler Cor- 
poration and the General Motors Cor- 
poration, who will erect special buildings 
of their own, the latter having submit- 
ted just recently plans for a structure 
costing between $600,000 and $1,000,000. 





46TH ANNIVERSARY DRIVE 





North American Accident Producers 

Stimulated this Month by “Double Ef- 

fort” Appeal from V.-P. Manzelmann 

Forty-six years ago this month the 
North American Accident started its ca- 
reer, a pioneer in the personal accident 
and health field, whose writings today 
exclusively in this line make it the larg- 
est company of this character. In keep- 
ing with the long and honorable record 
of the North American Accident a spe- 
cial campaign for new business produc- 
tion is now being staged by agents all 
over the country, not only to recognize 
fittingly the forty-sixth milestone but to 
pay a tribute to A. E. Forrest, veteran 
president of the organization, whose con- 
tributions to the business have been fre- 
quent and many. 

The objective of Vice-President George 
F. Manzelmann for May is to double 
the production record of May, 1931, and 
he has sent out a letter to all fieldmen 
which tells enticingly how the agents’ 
income will benefit by the “double ef- 
fort” which is put forth this month. Sig- 
nificantly special recognition is given for 
reinstatements made. 

The North American Accident inci- 
dentally will hold its national convention 
in 1933 at the height of the Chicago 
World’s Fair. 





IN NEW HOME OFFICE 





Hartford Steam Boiler Moves Into Re- 
cently Completed Building; Holds 
Celebrations 
The Hartford Steam Boiler is now in 
its new home office which was recently 
completed on Prospect Street in Hart- 
ford. The company had been in tem- 
porary quarters as the new building is on 

the site of the former one. 

A stockholders’ reception and a party 
for the employes were held as part of 
the opening ceremonials. 





REPRINT HALSEY’S ADDRESS 


A timely address by Maxwell Halsey, 
traffic engineer, National Bureau of Cas- 
ualty & Surety Underwriters, calle 
“When You Buy a Car” and delivered 
before the recent mid-west safety com- 
ference, has been reproduced in the cur 
rent National Safety News. 
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Recent Court Decisions 
Compiled by John Simpson 








Author, “The Law Relating to Automobile Insurance” 


Interpret Statute on Misstatement 


A Massachusetts statute providing that 
intent to deceive must be shown to void 
a policy for misstatement does not cover 
a case where the misrepresentation is on 
matters which the policy sets forth as 
being conditions precedent to issuance, 
he See Sunreme Court has 
held. 

In the case of Kravit v. United States 
Casualty, 179 N. E. 399, the court ruled 
that the statements in a schedule con- 
tained in a burglary, larceny or theft 
policy that no burglary, larceny, theft 
or robbery insurance applied for or car- 
ried by the insured had ever been de- 
clined or cancelled, that no loss had been 
sustained nor indemnity claimed for such 
loss within the past five years, and that 
the insured had not applied for any such 
insurance, were material to the risk, were 
conditions precedent to the attaching of 
the policy. The falsity of these state- 
ments precluded recovery on the policy, 
notwithstanding Mass. G. L. C. 175, sec- 
tion 186, requiring intent to deceive or 
increase of risk to make a misrepresenta- 
tion or warranty material or such as to 
defeat or avoid the policy. That section 
does not apply when there are inserted 
in the body of the policy as conditions 
precedent which prevent the policy at- 
taching as a binding obligation, matters 
which are naturally necessary for the in- 
sured to know in order intelligently to 
decide whether it will enter into the 
contract of insurance. 

* * ok 


Mismailing Not Misplacement 


Mailing of a stock certificate to the 
wrong person as a result of a mistake 
by a typist in a transfer report is not 


“misplacement” within the meaning of a 
bankers’ blanket bond clause covering 
“misplacement while the property is 
within any of the insured’s offices cov- 
ered,” the New York Appellate Division 
has held, New York Trust Co. v. Royal 
Indemnity, 253 N. Y. S. 154. 


* * * 


Not Necessary to Prove Walking 


It is not necessary to prove that an 
insured was “walking” on the public 
highway at the time of an injury so long 
as it is shown that he was on the high- 
way, where a claim is made under a pol- 
icy insuring against death or disability 
resulting from being struck or knocked 
down or run over while in or on a public 
highway by a vehicle propelled by steam, 
it has been held in Pennsylvania. 

The insured was struck by a railroad 
train being operated on a private siding 
at one side of the highway. The case 
was Schladensky v. Continental Life, 
Pennsylvania Superior Court, 159 Atl. 
195 


J). 
* * * 


Overdraft Permitted by Cashier 
Not Covered by Bond 


Loss to a bank due to an overdraft by 
a customer permitted by the cashier of 
the bank without authority of the bank’s 
board of directors is not covered by the 
cashier’s fidelity bond unless some crim- 
inal act is shown on the part of the 
cashier, the North Carolina Supreme 
Court has held in the case of Bank of 
Peachland v. Fairley, 162 S. E. 229, which 
involved the United States Fidelity & 
Guaranty, surety for the cashier. The 
official was civilly but not criminally li- 
able for the loss. 

The court cited with approval the New 








Attention: Company Executives 
Can you use a 32-year old expert on payroll auditing either in home office or field who has had 
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My fitness for the job will be given in detail if you'll address me at 


Box A. C. E., THE EASTERN UNDERWRITER 
110 Fulton Street, N. Y. 








York case of First National Bank of 
Edgewater v. National Surety Co., 243 
N. Y., 34, where it was held that the 
act of a bank cashier in permitting an 
overdraft by a customer through an hon- 
est mistake of judgment, or to help the 
bank, or in the ordinary course of the 
bank's business, without any dishonest 
intent or purpose, is not within a fidelity 
policy insuring against loss through the 
fraud, dishonesty, forgery, theft, embez- 
zlement, wrongful abstraction, misappli- 
cation or misappropriation, or other dis- 
honest or criminal act or omission of the 
cashier. 

The court held: “In the absence of any 
evidence at the trial of this action tend- 
ing to show that the plaintiff has sus- 
tained a loss of its money or other per- 
sonal property through an act of fraud, 
dishonesty, larceny, theft, embezzlement, 
forgery, misappropriation, wrongful ab- 
straction or misapplication, or other dis- 
honest or criminal act or omission com- 
mitted by its cashier, Charles Raymond 
Storey, during the period covered by its 
bond, the defendant, the United States 
Fidelity & Guaranty, is not liable.” 

On the trial the cashier had testified 
that he did not tell the directors at their 
meeting about the sum due by the cus- 
tomer on its unpaid draft, as he did not 
consider this as an overdraft of their 
account. 





PICK CAPITAL FOR CONVENTION 
Washington, D. C., has been selected 
by the National Safety Council as the 
convention city for its twenty-first an- 
nual safety congress, October 3-7. The 
Wardman Park and Shoreham have 
been picked as the convention hotels and 
there will be more than 120 sessions. 


FRENCH FAILURE 





Rebating on Auto Policies Believed Re- 
sponsible for Bankruptcy of the 
Siecle of Paris 

Automobile writing companies in the 
United States are not the only ones to 
feel the strain from rate cutting. An- 
other French company, the Siecle of 
Paris, has been declared bankrupt, due 
primarily to rebating on automobile 
lines. Two prominent European failures 
in the automobile line in recent years 
have been Les Assurances Syndicales of 
Toulouse and Lloyd Assurances. 

The Siecle was founded in 1905 to 
write fire and accident business. Paid- 
up capital was 250,000 francs. 

Competition in the French motor car 
insurance field is very keen, and although 
the leading companies recently agreed 
upon minimum rates, it is charged that 
some of the companies are already cut- 
ting the minimum rates by as much as 
20%. Despite the condition of the field 
the Lloyd d’Assurances Maritime et Ter- 
restre has begun writing automobile lines. 
This company was founded in 1919 and 
has a paid-up capital of 1,250,000 francs. 





R. M. WADE N. Y. VISITOR 


In connection with his duties as -Mich- 
igan receiver for the Southern Surety, 
Ralph M. Wade, second deputy insur- 
ance commissioner of that state, has been 
in New York recently consulting with 
the New York receiver. He was accom- 
panied east by his legal advisor, Sid 
Erwin, assistant attorney general, who is 
assigned to insurance ‘department litiga- 
tion. 











“IT want a company 
that will be here 


as long as I am” 


observed a prominent general agent recently 
as he put his name to an Eagle contract! 


write or wire 


The Eagle, a member of the Royal Group, 
offers financial stability, world-wide service 
facilities, and effective sales co-operation. 


If you are looking for such a company, 


EAGLE INDEMNITY COMPANY 
150 William Street, New York 





THOMAS L. BEAN 
Production Manager 
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On the Production “Firing Line” 








W.W.Reed& Son, Small ‘Town Ohio 
Agents, Build Up $100,000 Business 


In these days when business is diffi- 
cult to get a small town agency in Ohio, 
W. W. Reed & Son of Kent, 8,300 popu- 
lation, is producing an annual casualty 
premium volume of $50,000 alone and 
well over $100,000 in the aggregate. This 
agency represents the Aetna Affiliated 
Companies through Manager W. G. Wil- 
son’s office in Cleveland. Established 
in Kent in 1913 and having a reputation 
among the people of the town as an 
agency worthy of confidence, the Reed 
clientele-is made up of 2,500 small ac- 
counts and two good sized risks. The 
town itself is in more or less of a rural 
community. but 95% of the firm’s ac- 
counts are within town limits. 

Glen Reed, whose father founded the 
business, and R. B. Strimple are partners 
in the enterprise. When W. G. Wilson 
asked them recently to tell how “they 
did it” back came a peppy letter which 
ran recently in the “Wilson’s Aetna- 
gram.” Excerpts follow: 

Put Competitors on Defensive 

“Our advice as to the best method of 
securing so much business in so small a 
territory is simply this: Know your mer- 
chandise, and know it so much better 
than your competitor that he is always 
on the defensive rather than the offens- 
ive. Then take the information and work 
like thunder. 

“We attribute any mild success we 
have had to the fact that we know more 
about the insurance business than any- 
one else in Kent. We work hard. We 
lose no opportunities to write business. 
We take the position of insurance coun- 
sellors rather than insurance salesmen, 
and have modernized our offices con- 
stantly to keep up with the times. But 
we are especially careful not to over-sell 
or urge our clients to purchase cover- 
ages not particularly needed. 

“What counts as much as anything 
else is our claim service. Observation 


J. F. O'LOUGHLIN SHIFTED 








Made Resident V.-P. of Royal Indemnity 
in Metropolitan Dep’t; Has Had 
Active Career 

John F. O’Loughlin, production depart- 
ment manager of the Royal Indemnity 
for several years past, has been appoint- 
ed resident vice-president of the com- 
pany and transferred to its metropoltian 
(N. Y.) department. His career started 
with the Travelers in 1907 where he re- 
mained until 1921 serving first in the 
casualty inspection division, then as a 
liability underwriter and, in 1915, trans- 
ferring to the then new burglary and 
plate glass division of the Travelers In- 
demnity. 

In 1921 Mr. O'Loughlin joined the 
Royal Indemnity as assistant superin- 
tendent of the burglary division, later 
becoming its manager as well as_ the 
similar department of the Eagle Indem- 
nity. 

In his new post Mr. O’Loughlin’s ex- 
perience in the underwriting field, com- 
bined with his practical understanding of 
development problems, should be of ma- 
terial service to brokers and agents. 


TO HEAR HALE ANDERSON 


Hale Anderson, vice-president, Fidel- 
ity & Casualty, will be the speaker at 
next Tuesday’s luncheon mecting of the 
Surety Underwriters Association of New 
Jersey to be held in the Newark Ath- 
letic Club. 


leads us to believe that a great many 
agents make one serious mistake in that 
they fail to realize that they have a far 
more important part in the insurance 
business than to merely write needed 
coverages in a proper manner, and then 
forget them. 

“Frequently we take a position against 
the assured when he is unresonable. Oc- 
casionally we have to take a position 
against the company, when in our judg- 
ment they are not in possession of 
enough true facts to enable them to make 
a satisfactory disposal of the claim. In 
other words, we attempt in our commu- 
nity to stand for insurance in its fullest 
sense. On that account we command an 
enormous amount of confidence of the 
people of this town, and when they are 
talking insurance and a question arises 
either as to insurance or its application, 
the common statement is: ‘Well, let’s 
ask Reeds about it.’ 

Not Satisfiel With Present Volume 

“Our coverages are quite diversified, 
including such casualty lines as automo- 
bile, bonds, public liability, burglary, also 
marine. In fact there are few, if any 
lines that we haven’t written, and: while 
we have a large volume for a small town, 
still we are convinced that this volume 
should and could be doubled by still more 
concentrated effort on diversified or mis- 
cellaneous lines. 

“For example, we are now making a 
house-to-house schedule, taking one 
street at a time and defining the cover- 
age we have at present in each home. 
We took quite a long street just recently 
and only found four houses on that street 
in which we had not placed some form 
of coverage. 

“We advertise in newspapers, by circu- 
lar letters, novelties, as well as sign 
boards and theatres. One of the most 
successful of all methods used by us to 
secure business is the survey outlined by 
the Aetna. We read all the literature 
we can find, and are constantly on the 
lookout for new and up-to-date ideas and 
information on insurance in its many 
branches.” 





ROYAL IND. STATEMENT 

The Royal Indemnity in its financial 
statement as of March 31, 1932, shows 
total assets of $26,604,323, fully paid-in 
capital of $2,500,000, and a surplus at 
March 31 values of $1,101,898. A volun- 
tary additional reserve of $4,271,149 has 
been set up for the difference between 
Convention values and the actual market 
values of March 31. 

For the first quarter of this year the 
company increased its surplus by $90 669. 
Surplus to policyholders at actual values 
stood at $3,601,898 on March 31 and at 
Convention values that figure was shown 


at $7,873,047. 


O. L. & T. RATES GO UP 


The National Bureau of Casualty & 
Surety Underwriters made effective on 
May 1 revised rates for certain classes 
of owners’, landlords’ and tenants’, ele- 
vators and theatre risks, countrywide 
with the exception of New York State, 
at a substantial all-round increase. These 
new rates are not designed to offset past 
underwriting losses but rather to avoid, 
if possible, their continuance. There has 
not been a revision since 1925. 


SHOWS PRODUCTION GAIN 


The Consolidated Indemnity shows to- ¢ 


tal net writings for the first four months 
of 1932 of $1,643,357, an increase of $132,- 
492 over the corresponding period of 
1931. - 


E. D. Livingston Presides at Unique “Round 
Table” Session in Asbury Park Hotel 


When a surety company president calls 
together a group of his personal friends 
in the field for an informal round table 
meeting on matters of company policy 
instead of on production it is a signifi- 
cant indication of the trend of 1932. Along 
such lines was the two day conference 
on Wednesday and Thursday of this 
week of the Seaboard Surety, held in the 
Hotel Monterey, Asbury Park, which E. 
D. Livingston, president of the ‘company, 
elected to call “the President’s Council.” 
In attendance were a few prominent 
surety underwriters, active in promoting 
the interest of the company in their re- 
spective localities, who met with Mr. Liv- 
ingston and C. W. French, vice-president, 
to give advice from first hand knowl- 
edge of conditions rather than to be the 
recipient of it. 

It was recognized that the volume of 
business surety-wise has fallen off con- 
siderably this year. In addition quality 
of business is not as good as_under- 
writers would like to see it. Under such 
conditions less stress should be placed 
on volume and more on selectivity of 





risks. .In other words, business can be 
written at a profit, it was felt, if the 
mass production idea is put into discard 
and field underwriters concentrate on in- 
telligent handling of the business. 

Conducting the meeting along these 
lines Mr. Livingston sought specifically 
to get a clear-cut idea of real estate con- 
ditions, the banking situation as regards 
liquidity of assets, and whether or not 
the depresson had brought to light most 
of the defalcations on the part of men 
who had bought their stocks and bonds 
on a marginal basis. Such information 
is expected to be helpful in the Sea- 
board’s plans, now being formulated, to 
write fidelity bonds in a _ progressive 
fashion. 

Commenting on the meeting the Sea- 
board Surety’s president said: “In a de- 
pression period such as we now are pass- 
ing through what better decision could 
we reach than to take into our confi- 
dence and seek the advice of our good 
friends in the field whose first hand 
knowledge will be a big factor in how 
much underwriting profit will be made 
this year.” 





Van Schaick Letter On 
Southern’s Liquidation 

SENT TO ALL COMMISSIONERS 

Legal Rights of Parties Affected by Re- 


insurance Agreements Gone Into 
Thoroughly, He says 








Superintendent of Insurance Van 
Schaick of New York, directing the liqui- 
dation of the Southern Surety, has sent 
out a letter to insurance commissioners 


throughout the country outlining the 
progress that has been made to date and 
the completion of certain preliminary ne- 
gotiations with the Home Indemnity, re- 
insuror of a large part of the Southern’s 
business. Mr. Van Schaick’s letter goes 
into detail particularly on the collection 
of compensation premiums due or to be- 
come due to the Southern and how the 
Home Indemnity has agreed to help in 
this work. His communication follows: 

When the Superintendent of Insur- 
ance on March 22, 1932, pursuant to court 
order took possession of the assets of 
the Southern Surety Co. of New York as 
statutory successor and liquidator of the 
dissolved company, a number of ques- 
tions arose under reinsurance agree- 
ments and arrangements, which had 
therefore been made between that com- 
pany and the Home Indemnity. Up to 
within a short time, the two companies 
had been run from the same office un- 
der substantially the same management 
and personnel. The reinsurance situa- 
tion involved many difficult problems, in 
view of the adjudicated insolvency of the 
company in liquidation. 

Interpretive Agreement Approved 

The liquidator immediately set about 
a study of the legal rights of the par- 
ties affected by these various reinsur- 
ance agreements and arrangements. 
After giving the matter careful attention 
and after consulting with a disinterest- 
ed reinsurance law expert, he concluded 
an interpretive agreement with the Home 
Indemnity Co. on April 29, 1932, subject 
to the approval of the Supreme Court of 
the State of New York. That approval 
has now been obtained. The agreement 
provides as follows: 

1. The Home Indemnity Co. has agreed to 
handle directly and wholly apart from the liqui- 
dation proceeding, all claims upon all casualty 
policies of the Southern Surety Co. of New 
York (other than non-cancelable accident and 
health policies and any policies theretofore en- 
tirely reinsured), which have arisen after mid- 
night September 30, 1931.. : x 

2. The Home Indemnity Co. has. similarly 
agreed to handle all claims on certain fidelity 
bonds of the Southern Surety Co. of New York, 
arising after midnight, September 30, 1931, and 
in some instances arising on the renewals there- 
of. No other bonds, however, are included in 
this arrangement. d : - 

3. The Home Indemnity Co. has similarly 
agreed with respect to certain casualty policies 
to handle all claims arising after noon, Decem- 


ber 31, 1930, and, in certain instances, claims 
arising upon the renewals. 

4. The Home Indemnity Co. has agreed to 
recognize any policy or bond (heretofore re- 
ferred to) which had not expired before March 
22, 1932, as its own policy or bond continuing 
in force from that time. The liquidator will 
refrain from seeking the return of an unearned 
premium as of that date upon such a policy or 
bond. 


Advice on Compensation Policies 


It is impossible to give any more exact 
description of the particular policies and 
bonds in question. Individual notices will 
be sent out to assureds as soon as pos- 
sible. 

Upon the date of liquidation it was dis- 
covered that the Home Indemnity Co. 
had for some months been making all of 
the payroll audits and collecting all of 
the premiums developed upon compen- 
sation policies for the Southern Surety. 
It appeared that the dissolved company 
had no organization whereby those func- 
tions could be resumed. Therefore, the 
liquidator by said agreement has accept- 
ed the offer of the Home Indemnity Co., 
which has a joint interest in most cases. 
that it make a diligent effort on behalf 
of the estate of the Southern Surety to 
develop by payroll audit and to collect 
through its nation-wide organization all 
premiums due or to become due to the 
Southern Surety upon all policies of com- 
pensation insurance. It is hoped thus to 
minimize the shrinkage which otherwise 
would occur upon this type of asset. 





New Duties for T. L. Bean 

Thomas L. Bean, who has been pro- 
duction manager of the Eagle Indem- 
nity since 1930, was named to a simi- 
lar capacity in the Royal Indemnity 
this week, succeeding John F. 
O’Loughlin, who has been transferr: d 
to that company’s metropolitan de- 
partment. 

Prior to his work in the Eagle In- 
demnity Mr. Bean was for three years 
in the Globe Indemnity as superin- 
tendent of agencies. His practical 
field work includes four years in the 
Globe’s Cleveland general agency 
which resulted in a gratifying increase 
in that agency’s business. This field 
and home office background has give" 
Mr. Bean a breadth of vision in deal- 
ing with production problems. 











N. J. RATE INCREASE JUNE 30 

Compensation risks in New Jersey will 
be written at new rates effective June 3, 
the schedule prepared by the Compensa- 
tion Rating & Inspection Bureau, A. *- 
Lawrence chairman, having been 4)- 
proved by the insurance commissioiict. 
The rates on 614 classifications are being 
increased, those on sixty-seven are re- 
affirmed, and no decreases. The average 
estimated percentage of increase is ' 
be 6%. 
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Indemnity Co. of N. A. 
Has New Auto Policy 

EXPERIMENTING IN SIX STATES 

Innovations Include “Named Assured” 


and 30-Day Cancellation Clause; For 
Drivers in Preferred Classes 








The casualty insurance fraternity is 
showing considerable interest in the new 
automobile policy containing several sig- 
nificant innovations which the Indemnity 
Insurance Co. of North America and the 
Alliance Casualty are now offering to se- 
lect risks as an experiment in six states 
including Pennsylvania, Ohio, Michigan 
and Tennessee. One of the chief points 
of interest about the policy is that the 
insurance follows the individual assured 
whereas under the usual type of auto- 
mobile liability contract the protection 
follows a particular automobile. 

Opinion is divided as to the merits of 
this departure from the orthodox. One 
executive, who was in attendance at the 
Jureau annual meetings at 1 Park Ave- 
nue, New York, this week, thought that 
“it has its distinct advantages.” Another 
pointed to certain restrictions while still 
another was 100% against the policy in 
all its aspects. 

Distinctive Features 


The policy departs still further from 
the standard form in that one of its 
clauses provides for automatic cancella- 
tion in event that the premium is unpaid 
for more than thirty days. Family 
“suest” claims are not covered. Issuance 
of the contract only comes after a signed 
application has been received by the 
company revealing sufficient information 
about the applicant to permit an evalua- 
tion of the hazard which he will repre- 
sent. Instead of an automobile being 
designated in the policy the insurance 
covers the legal liability of the assured 
no matter what car he may be driving 
in case of an accident. By paying a slight 
additional premium the policy may be 
extended to cover any member of the 
assured’s immediate family. 

Business is to be written, it is learned, 
at about 25% of manual rates. There is 
one principal sum, clearly stated in the 
contract and ranging from $5,000 to 
$200,000. The amount named is the com- 
pany’s limit of liability for injury or 
death of one person or more than one, 
and for property damage. This arrange- 
ment thus eliminates uncertainty or dif- 
ference of opinion as to the amount of 
insurance and its application to particu- 
lar losses. 

What Company Wants to Know 


_ In considering applicants for this pol- 
icy the Indemnity Insurance Co. of N. A. 
requires that the number of private pas- 
Senger cars owned by the assured be 
stated (commercial vehicles are not cov- 
ered) ; where the cars are garaged; what 
members of his family own a car or op- 
erate the applicant’s automobile; wheth- 
cr any company has canceled, declined 
to issue Or renew any kind of auto in- 
surance for the applicant or members of 
his family. Occupation, name of em- 
ployer, business address, number of 
years of driving experience and whether 
employer furnishes applicant with a car 
lor regular use are among other ques- 
tions asked. It is emphasized that the 
policy will be voided if the applicant 
knowingly misrepresents or conceals any 
ntormation requested in the policy ap- 
plication. 

[he company believes that this type of 
policy will offer a sound basis for reduc- 
ing the cost of automobile insurance 
(available only to select risks); that it 
will give the careful motorist for the 
first time his insurance at the lower 
tates which he deserves. He will not be 
Penalized by the accident costs of care- 
less drivers. 





WORLD AUTOMOBILE CONGRESS 

The International World Motor Con- 
gress will meet in Paris this year, its 
sixth annual meeting. Previous con- 


gresses have been in Detroit, New York 
and London. : 


7 





HONOR G. P. BARTENFELD 


Completes First Year as N. Y. Manager 
Of Alliance Casualty; Associates Hold 
Luncheon Party at Block Hall 

Department heads in the New York 
office of the Alliance Casualty gave a 
luncheon to G. P. Bartenfeld, manager, 
last Saturday afternoon at Block Hall 
in observance of his first anniversary as 
head of the branch. Mr. Bartenfeld has 
been with the company for a number 
of years having had extensive claim ex- 
perience in both New York and Philadel- 
phia before becoming a manager. 

The affair in his honor was attended 
by close to 100 of his associates and 
friends including Tinsley W. Rucker, 
now on the New York staff. and Clarence 
A. Lewis in charge of the New York of- 
fice of the Indemnity Insurance Co. of 
N. A. The toastmaster was Franklin 
Strauss, assistant manager of the Alli- 
ance’s New York office, while C. Russell 
Hayes and Thomas Rallas had charge of 
arrangements. Mr. Bartenfeld was 
presented with a pair of cuff links. 





mt has long been my opinion that 
there is little distinction to be 
made between the component 
parts of a small group of leading 
surety companies in the United 
States today. An analysis of their 
growth and development will dis- 
close that they have attained their 
present power and prestige by 
the exercise of deliberate, careful 
judgment in meeting new con- 
ditions through a medium of 
accumulated experience in the 
past. They have been thoroughly 
conservative in all departments, 
but not blind to the possibilities 
of the future, nor fearful of 
uncharted lanes. 


“Over a period of twenty years 
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REVOKES BAIL BOND LICENSE 


George S. Van Schaick, Superintend- 
ent of Insurance, has revoked the license 
of Irving Goldstein of Brooklyn as a re- 
sult of Mr. Goldstein’s conviction in the 
U. S. District Court, Eastern District, on 
April 20, 1932, for substituting the names 
of prisoners on bail bonds. He was li- 
censed as an agent of the Concord Cas- 
ualty & Surety with authority to write 
bail bonds only. 





TO HEAR BERNT BALCHEN 

Bernt Balchen, famed aviator who 
made the South Pole trip with Admiral 
Byrd, will be one of the headliners at 
the Pennsylvania Insurance Days, May 
25-26, at Pottsville, Pa. He will have his 
airplane there and will give an_illus- 
trated talk at the banquet on his flights 
with Byrd. Governor Pinchot of Penn- 
sylvania will also speak at the banquet. 


“OUT OF THE ROUGH” 

“Out of the Rough” is the title of a 
new sports liability leaflet prepared by 
the Travelers for its field staff. Also 
available are two sales letters on the 
subject. 








it has been my good fortune to 
be associated with insurance in 
general, thirteen as a represen- 
tative of the Fidelity and Deposit 
Company of Maryland. During 
those thirteen years the convic- 
tion has grown upon me that the 
FxD, a corporate entity, has be- 
come a personal friend of our 
office. On many memorable 
occasions it has demonstrated its 
understanding of and sympathy 
with our problems—the problems 
of every local agent. The Texas 
Branch Offices and the Home 
Office have stood squarely be- 
hind us in the exigencies of mis- 
fortune. Individual personalities 
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TRAVELERS SAFETY MATERIAL 





Agents Receive Speech Suggestions and 
Easel Illustrations; Great Demand For 
“Tremendous Trifles” Pamphlet 

Large easel illustrations and outlines of 
talks are being sent out by the Travelers 
to its representatives to help them give 
to the motoring public a clearer picture 
of automobile safety. 

The illustrations, to used in 
talks, fit on a portfolio-easel which was 
used last year with similar pictures from 
the Travelers’ booklet “Worse Than 
War.” Many of this year’s pictures are 
taken from the pamphlet “Tremendous 
Trifles.” ; 

In the first three months of this year 
more than twice as many copies of “Tre- 
mendous Trifles” were distributed as of 
“Worse Than War” in all of 1931. A 
fifth edition has just been published. Also 
an abbreviated edition of “Tremendous 
Trifles” has been printed, thousands of 
copies being distributed in local safety 
campaigns, and one copy sent to every 
aut: mobile policyholder of the company. 


be 










have created this pleasant sense 
of confidence in my mind. 


‘The F&D is foremost in my opin- 
ion—not because of its financial 
structure, which is beyond dispute, 
or its underwriting experience, 
which is unexcelled, or its claim 
service, which is meritorious— 
but because of a personal equa- 
tion, a gratifying human relation- 
ship, made possible by a per- 
sonnel which is without equal.”” 


NA, 


Jarrell & Cage 
Houston, Texas 
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Buyer’s Viewpoint on Casualty Lines 


Givenat American Management Meet 


Two of the addresses before the insur-. 
ance session of the American Manage- 
ment Association meeting this week at 
the Hotel Pennsylvania, New York, had 
to do with casualty insurance problems 
as seen from the buyer’s viewpoint. They 
were “Practical Methods of Preventing 
Losses due to Accident” by George E. 
Rogers, insurance manager, United Piece 
Dye Works, and “Pressure Vessel and 
Machinery Insurance” by Paul E. Dan- 
nenman, insurance manager, Thomas A. 
Edison, Ine. 

Mr. Rogers contended that after dan- 
gerous mechanical hazards have been 
eliminated or minimized to the fullest ex- 
tent the most practical way of prevent- 
ing losses due to accidents is to meas- 
ure each employe for the job he is to 
fill. He said that physical examination of 
each employe is the greatest possible 
step in this direction. As a suggestion 
to casualty and life insurance companies 
(particularly the latter in its group in- 
surance writings) Mr. Rogers thought 
that a vital interest should be taken in 
employe selection; that the companies 
should be anxious to co- operate fully 
with their insureds in this direction. 

In his address Mr. Dannenman praised 


the valuable accident prevention service 
being rendered by the inspection depart- 
ments of companies writing boiler and 
machinery insurance. Shut-downs are 
avoided through careful inspection, he 
pointed out, and catastrophes of major 
importance which would involve serious 
injuries to persons and damage to prop- 
erty are also prevented. Losses, after 
all, make the insurance rate, and through 
their prevention, premiums cannot be- 
come excessive. 


“A choice of the type of coverage in- 
volves the judgment of more than the in- 
surance man,” the speaker suggested. 
“Not only the plant engineer and the 
insurance broker, but in fact, even the 
general manager of a company might 
very well wish to sit in on a conference 
regarding the type of coverage to be se- 
lected.” 

Standard schedules applying to boiler 
and machinery insurance, and types of 
coverage available were discussed by Mr. 
Dannenman. In concluding, he stressed 
the fact that modern boiler and machin- 
ery coverage has been broadened and 
simplified by the use of a standard policy 
and schedules. 
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An Accident Barometer 


High spots in the industrial and 
general accident situation are re- 
viewed by the National Safety News, 
magazine of the National Safety 
Council, under the heading of “The 
Accident Barometer.” The May issue 
reports these features: 

Industrial deaths rose 5% in March 
from February, the total being 537. 

Ohio coal miners are making a re- 
markable safety record. When the 
average for the country was 3.84 
deaths per 1,000,000 tons of coal 
mined in 193) the Ohio rate was 6.56. 
In 1931 the rate was dropped to 2.84, 
better than the national rate of 3.27. 

Scheduled airplane operations dur- 
ing the last six months of 1931 in- 
volved 65 accidents resulting in 24 
fatalities, five severe injuries, and 37 
minor injuries. The fatality rate per 
10,000,000 miles flown was 88, com- 
pared with 7.4 for the first six months 
of 1931 and 2.5 for the last six months 
of 1930. Weather and airport condi- 
tions were responsible for 41% of the 
accidents. 

Industrial injuries in the 1,310 plants 
participating in a contest between 
community safety councils advanced 
from 11.22 in January to 11.99 in Feb- 
ruary, but the severity rate dropped 
32%. 

Home accident fatalities in twenty 
cities increased from 96 in February 


to 117 in March, contrary to the 
usual trend. Deaths from _ burns, 
scalds and explosions were chiefly re- 
sponsible. 


Looking ahead for May, National 
Safety News predicts an increase of 
about 10% in motor deaths over 
April. Deaths from falls and drown- 








ing will also probably increase. 





N. Y¥. AUTO DEATHS INCREASE 

Although records have been improving 
in other parts of the country, the auto- 
mobile fatalities in New York state for 
the first two months of 1932 were greater 
than in the same period last year, ac- 
cording to figures of the state Bureau of 
Motor Vehicles. In New York City 175 
were killed in traffic accidents in Janu- 
ary and February, and up-state the total 
was 208, an increase of 108 deaths in the 
state. If the ratio continues throughout 
the year there will be an approximate 
increase of 650 fatalities in 1932, as com- 


pared with last year, when the total 
was 3,101. 


AUTO DEATHS DROP 





Fatalities for First Quarter 4% Under 
Last Year; March Decrease Was 
12%; Travelers Figures 


The first quarter of 1932 saw a 4% re- 
duction in automobile fatalities as com- 
pared with the first quarter of last year, 
according to figures compiled by the 
Travelers from state motor vehicle de- 
partment records. The deaths for the 
period are estimated at 6,500. 

March showed the greatest drop, being 
12% lower than last March on the basis 
of statistics from twenty-one states and 
the District of Columbia. The reduction 
in February was slightly more than 3% 
while in January it was less than 1%. 

Combined reports from all the states 
and the District of Columbia included in 
the analysis for the first quarter show 
decreases in twenty-one states, while in 
eleven states and the District of Colum- 
bia deaths from automobile accidents 
have been greater, and in one state fa- 
talities have totaled the same the first 
quarter of both years. 





WM. A. BOURDON RE-ELECTED 


William A. Bourdon, one of the lead- 
ing local agents of Elizabeth, N. J., and 
a leader in the business and civic life 
of that oa of the city known as 
Elizabethport, has been re-elected presi- 
dent of the Union County Building and 
Loan Association for his twenty-fifth 
term. 





SECOND EDITION ON AIR POOL 

The second edition of the new Hand- 
book of the German Air Pool for avia- 
tion insurance has been published. 
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English “Other Car” 
Clause Interpreted 


CASE BEFORE HOUSE OF LORDS 





Policy Provided Protection Where In- 
sured Drove Another Car Instead of 
Own; This Insured Had Sold Car 





In England some automobile public lia- 
bility policies contain a clause “This in- 
surance shall cover the legal liability as 
aforesaid of the assured in respect of the 
use by the assured of any motor car 
(other than a hired car), provided that 
each car is at the time of the accident 
being used instead of the insured car.” 

Recently there came before the House 
of Lords a case where the insured had 
sold the car but believed that the insur- 
ance would cover his new car which was 
of the same make. It was held otherwise 
by the House of Lords, which acts as a 
supreme court. 

The case was Rogerson v. Scottish Au- 
tomobile & General. The original deci- 
sion of the trial court justice was re- 
versed. 

The insured undoubtedly would have 
been entitled to indemnity had the car 
he was driving at the time of the acci- 
dent been the car that was insured. But 
the court sustained the insurance com- 
pany’s contention that its liability had 
ceased because the car which had been 
the subject of the original insurance was 
no longer in the insured’s possession. 


House of Lords Opinions 


Lord Buckmaster said in part: “To 
me this policy depends upon. the hy- 
pothesis that there is, in fact, an insured 


car. When once the car which is the. 


subject of this policy is sold, the owner’s 
rights in respect of it cease and the pol- 
icy so far as the car is concerned is at 
anend. . . . If, instead of the car that 
could be so used, another is used in its 
place, then the car that is used in its 
place is entitled to the same privilege as 
the original car. But if it be assumed 
that the original car be sold and another 
car taken in its place, the result would 
be, if the appellant’s (the insured’s) con- 
tention were correct, that it might be 
possible to shift the insurance from car 
to car during the whole period of twelve 
months for which the policy runs, and 
that although there is no express limita- 
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tion on the nature of the car that may 
be regarded as a substitute. 


Not Intent of Policy 


“My Lords, I do not for a moment be- 
lieve that that was the intention of this 
policy; and, although no one disputes 
that it must be strictly construed against 
the insurance company, even when so 
strictly construed in order to make the 
provisions reasonable it is impossible to 
give it the meaning for which the ap- 
pellant (insured) contends.” 

Lord Macmillan: “In my opinion the 
assured cannot within the meaning of the 
policy use another car instead of the in- 
sured car after he has parted with the 
property in the insured car. If he has 
parted with the property in the insured 
car and buys another car, he cannot be 
said to be using his new purchase in- 
stead of the car he has sold; he is, in 
my opinion, using it in succession to the 
insured car, not instead of it.” 





WANT PEDESTRIAN INSURANCE 





Compulsory Cover Like Workmen’s Com- 
pensation Urged by British Asso- 
ciation in Pamphlet 
The British Pedestrians’ Association is 
sponsoring a proposal to change the au- 
tomobile liability law to give compulsory 
compensation to pedestrians, somewhat 
along the lines of workmen’s compensa- 

tion. 

Under the new proposition there would 
be no need to prove negligence on the 
part of the driver as under the present 
system. Only when want of care is 
proved on the part of the pedestrian will 
the driver be free from liability. The 
association is endeavoring to have a Dill 
along these lines introduced into Par- 
liament. 

Sir Alexander Butterworth, vice-pres- 
ident of the Pedestrians’ Association, has 
issued a pamphlet “Road Accidents: A 
Pedestrian’s Grievance.” In this booklet 
Sir Alexander claims that the compul- 
sory compensation principle is substan- 
tially in force in France, Germany, Aus- 
tria, Holland and other European coun- 
tries. It is also the law applying to air- 
planes in Britain. The argument against 
the present system is that where there 
is no evidence as to what is to blame, 
the pedestrian must suffer. 





FRENCH SOCIALIZATION 

Renewal of the attempts to socialize 
French insurance and institute compul- 
sory insurance for workmen’s accidents 
and agricultural risks will follow if the 
French socialists are successful in the 
coming elections for the Chamber ° 
Deputies, leaders of the party have an- 
nounced. 
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HERE, HERE! 


what's going on? 


You don't expect to see such things as this, 
through the keyhole or otherwise. Yet the 
daily press keeps you posted on what's 
going on. Accounts of store robberies, 
hold-ups, bank robberies and safe crack- 
ing jobs make the first page with alarming 
frequency ... But what's going on in the 
insurance world to combat the widespread 
activities of present-day crooks? What 
new policies have been issued? What 
changes have taken place in the residence 
burglary, theft, robbery and larceny policy, 
for example? What are insurance agents 
and brokers who are on the alert talking 
about? . . . Thousands of insurance men 
read The Employers’ Pioneer each month 
to keep posted on what's going on. In the 
current issue the majority of material is 


devoted to helpful information relative to - 


the burglary lines. Every month this pub- 
lication of The Employers’ Group is distrib- 
uted in an effort to assist that army of 
insurance counsellors who are fighting for 
the complete protection of their assured. 
We will be glad to put your name on the 








mailing list at absolutely no cost to you, 
whether or not you represent any of The 
Employers’ Group companies. This mag- 
azine is yours for the asking. Write to the 
Publicity Department at 110 Milk Street, 
Boston. Keep posted on what's going on! 


'THE EMPLOYERS’ GROUP 


The Employers’ Liability Assurance Corporation, Lid. ..... The Employers’ Fire Insurance 
Company .... American Employers’ Insurance Company .... 110 Milk Street, Boston, Mass. 
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